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Make More Sales 


Greater Profit 


The surest way to make your busi- 
ness good this year is to sell good 
merchandise at popular prices. 
People will buy what they want, 
but only at a price they think is fair. 


Increased building activity, which 
is already beginning to be evi- 
denced, means that a number of 
private garages will be built. And 
numbers of private garages in turn 
mean a brisk demand for Garage 
Hardware. 


You'll find our line complete and 
our prices right—and with careful 
buying still the order of the day, in- 
creased sales and profits will come 
to all dealers who stock and feature 
the NATIONAL Line. 


Here’s our No. 27 Garage Door 
Latch: It has been rightly termed 
the “Aristocrat of Garage Latches,” 
and is a striking example of the 
good, honest quality that is to be 
found in all the goods wé manufac- 
ture. 


If your sales have been lagging be- 
hind instead of leaping ahead, the 
NATIONAL Line will help to 
bring them quickly back to normal. 


Give It a Trial 
Catalog and Prices on Request 


National Mfg. Co. 


STERLING, ILL. 
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When you buy from 
NATIONAL you buy 
direct at a saving and sell 
at increased profit. 








Note the long, graceful lines of the han- 
dles of this latch. They will add to the 
attractiveness of any garage, and the 
mechanism is simplicity itself. No com- 
plicated parts to get out of order. Does 
its work easily and effectively. Packed 
one complete latch with all necessary 
screws in a neat individual box. Write 
for prices. 
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Traveling Around the Calendar with Toys 


Children’s Birthdays Occur 
Throughout the Year 
and Bring Steady Toy 

Profits to the Hardware 

Store—The Fallacy of Post 


Holiday Storage 


By Liew S. Soule 


along in February. It was a 

bona fide birthday, backed by 
a birth certificate and an entry in 
the family Bible. The fact that it 
dropped in on him just a couple of 
months after Christmas failed to.de- 
tract from its importance or from 
Willie’s desires. Santa Claus had 
been very fair with him at holiday 
time, but he still nursed a want list 
long enough to swamp two reindeer 
outfits. Besides, quite a few of his 
“items wanted” had been back or- 
dered. ; 

Now, Willie’s mother was a firm 
believer in birthdays. She had acted 
as mistress of ceremonies on several 
birthdays, and her interest in the re- 
sults never failed. Willie’s birthday 
appealed to her sense of giving, and 
she hit out bright and early the morn- 
ing before the fateful day to fill in 
the vacancies overlooked by Santa on 
his regular trip. 


~ Nothing Doing. Toys all Shelved 


ane Willie had a birthday 


Some experience she had in the 
first store she entered. A brisk young 
fellow met her at the door with the 
proverbial smile of welcome. “How 
«an I serve you this morning?” he 
queried. Mother went into detail re- 
garding Willie’s pedigree and the 
forthcoming birthday. She explained 
her wants and signified a desire to be 
led to the toy booth. The clerk’s 
smile vanished. He took on a double- 
barreled look of perplexity. ‘“Abso- 
lutely nothing doing in that line,” he 





“All packed and put 
away weeks ago.” 

Mother was not discouraged. She 
had pinned her faith to toys and toys 


murmured. 


she would have, Store number two 
loomed up and she took the plunge. 
They. were long on courtesy, but short 
on desire to unpack the December 
storage stock. Mother’s courage 
dropped several degrees, but she kept 
going. Number three had a busted 
toy engine and a few jimcracks. 
Number four was sure they had 
something she wanted, but failed to 
locate it, and number five was frankly 
out of the game for another year. 


Willie Gets a Necktie 


Mother thought twice, then cranked 
up again and steered for a racket 
store. 


She ran into a line of ten- 
49 





cent trinkets that made her dizzy. 
There were building sets manufac- 
tured from scrap tin, featherweight 
trains that ran semi-occasionally, 
and tools with harmless lead edges. 
She failed to enthuse over tinware 
and butter-cutting contrivances. She 
wanted her boy to be a real boy, and 
the baby stuff did not appeal to her. 
There was nothing for her in the toy 
line, so she stifled her desires and 
spoiled Willie’s birthday by giving 
him the time-honored red necktie and 
a brace of handkerchiefs. There was 
a wail from Willie, but mother had 
an alibi and somebody was minus the 
profits of a toy sale. 

There is a reason for this little 
story. There are hundreds of little 
Willies masquerading under other 
names, whose birthday joys have been 





dimmed by the heartless shelving of 
toys as soon as Christmas passes. 
There are also hundreds of good 
round dollars rolling into the cash 
registers of haberdashers that should 
jingle in the strong boxes of hard- 
ware stores. 

The time has passed when a one- 
day’s distribution of toys will last 
out a season of childish desires. 
Spring heralds the return of out-door 
playing. Vacations furnish three 
months of steady play, and birthdays 
are on the program every day in the 
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year. Toys have reacked the year- 
round basis and are paying their toll 
of profits from Jan. 1 to Dec. 31. 
Don’t let the passing of the holidays 
put the finishing touches to a really 
profitable line. Does it stand to reas 
son that a desire for playthings ap- 
pears only once a year? 


They Don’t Store the Toys at 
Bartholomew’s 


Arrange a place in your store 
where you can at all times attract the 
attention of the kiddies. Try chang- 


The firm of Bavtholomey 
€ Co., Michigan City, Ind, 
is firmly convinced of the 
fact that dolls «are worth 
while articles to carry, 4 
doll is the prived 
possession of a little girt 


most 


and they always remem- 
their dolls 
were purchased. Here’s q 


ber where 


Bartholomew window 
designed to 


attract the 


particularly 


girls 





ing the displays to fit the various 
seasons. Bartholomew & Co., Mich- 
igan City, Ind., keep toys on the sec- 
ond floor and have built up a real 
reputation as toy merchants. A com- 
plete stock and courteous treatment 
have overcome the handicap of a 
climb to the second floor. They use 
a ceries of toy tables that carry their 
loads not for a month but for twelve 
months of every year. They carry 
dolls, too, and occasionally give a 
whole window to a display of imita- 
tion babies. According to the man- 





The 
pany does not confine its 


Bartholomew com- 
toy endeavors in attempt- 
ing to please the younger 
members of the weaker 
sex. Here is a section of 
the toy department show- 
ing a variety of toys of 
all kinds. 


toys of the kind appealing 


Small wheeled 


to smaller children are 
shown in this illustration. 
This firm’s 


ment is 


toy depart- 
the 


second floor and is known 


located on 


as the headquarters for 


children 


canncenensonnsevnvevovnecesanessusssusonncsusvsasveasevenesevsreariccoenster seu 








rae oS 


DD February 9, 1922 














It would be a difficult matter to conceive of a window that would cateh and hold the interest of little folks more than does this 
exceptionally well designed display of toy automobiles 


agement, the hardware man who has 
not stocked dolls has overlooked a 
good bet. It is an easy moving stock 
and it ties to the store the little 
misses who will eventually buy 
ranges and housefurnishings. Women 
are factors in buying hardware these 
days, and girls have a habit of grow- 
ing up. They likewise have a habit 
of remembering where their childish 


desires regarding toys were satisfied. 

Remember the friendship of chil- 
dren can always be depended upon to 
pay a profit. Toys get the kiddies 
coming and the parents follow. While 
dad is buying Bobbie a coaster he 
may see a tool set that fits his purse. 
Mother may see a dozen things that 
suit her kitchen and her fancy. One 
thing is sure, the man who boosts 


A New Slant on an Old Product 


toys the year ’round will get a lot cf 
free advertisements from the little 
folks who should be seen but not gen- 
erally heard. Anyhow, there are no 
profits in stored merchandise. Toys 
are toys from January to December, 
and there are as many birthdays as 
there are children’s names on the 
census rolls. That’s the toy answer 
in a nutshell. 


Recently Inaugurated Method of Selling Sand- 
paper in Packets Eliminates Disadvantages 


ETAIL hardware dealers all 
AU over the United States are loud 
‘W their praise of the new idea in 
selling sandpaper that has been ad- 
Yanced by one of the largest Ameri- 
an manufacturers of this com- 
Modity. 


The New Plan 


~The new plan which has been put 

does away with ‘all -fuss 
and trouble, and insures a satisfac- 
tory sale at a good profit. The sale 
is made quickly, the profit is large 
and the buyer is satisfied. 

Briefly, the new idea is this: 
Twenty sheets of sandpaper 41% by 
Dinches in size are banded together 
ina package; each of these packages 
oitains four sheets of five practical 
tits ranging from fine to coarse. 
With each shipment of these pack- 
ages is furnished a display stand 

Mich can be set up on the counter, 
@nd on this display is fastened one 
Of these packages. It is easy to 

Magine the convenience and advan- 

of making small sales of sand- 

Paper in this new way. 


There is no more loss of time help- 
ing the customer to decide on the 
proper grit number. No more han- 
dling of the large sheets bringing 
them in and out of the bin—a dis- 
agreeable process at best. No more 
cases of putting the roll back into the 
wrong bin and getting the grit num- 
bers confused. The package doesn’t 
even have to be wrapped up. 

Under the new system a customer 
comes in and says, “I want some 
sandpaper.” The clerk hands him 
one of these small packages, and that 
is all there is to it. No matter what 
the job, there are four sheets of the 
proper grit ready for immediate use. 
They are kept to a size that is easy 
to handle, and there is no waste. 
The sale is made quickly and easily, 
and the profit is decidedly satisfac- 
tory. 

Display With Paints 


An excellent place to display these 
small packages is in the paint de- 
partment. It is an easy matter to 
include the sale of the package of 
sandpaper with the sale of a can of 
paint and the brush, just as the 


druggist is now finding it easy to 
sell a tooth brush with a tube of 
paste, or vice versa. 

Of course there will always be 2 
demand for the large sheets of sand- 
paper. on the part of painters, me- 
chanics, and others, who know grit 
numbers and specify them. How- 
ever, the average hardware merchant 
is loud in his praise of, the way in 
which this new package simplifies 
the question of small sales of sand- 
paper. 


New England “Hardware: Associ- 
ates to Meet 


The New England Hardware As- 
sociates will hold a_ get-together 
dinner at the Boston Athletic Asso- 
ciation, Monday evening, Feb. 20, at 
6:30 o’clock. Austin G. Brown, 
room 301, 687 Boylston Street, Bos- 
ton, is chairman of the committee on 
arrangements. The annual meeting 
of the Associates for the election of 
officers for the ensuing year will be 
held Thursday, Feb. 23, at 10 a. m., 
in the rear of Paul Revere Hall, 
Mechanics Building, Boston. 
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that the New York Toy Fair had 
its first inception in the form of 
two toy exhibits placed by manufac- 
turers in the Broadway Central Ho- 
tel. The idea showed itself to be a 
good one, as buyers came in consid- 
erable numbers, and many good or- 
ders were received. The second, 
third and fourth years showed more 
exhibits than each preceding - year. 
The growth of the toy fair was un- 
usually quick, and a toy exposition 
soon became a national event held an- 
nually in New York City hotels. 
Three permanent toy exhibits are 
now run in New York in three mod- 
ern buildings—the Bush Terminal 
Building, American Woolen Build- 
ing and the Fifth Avenue Building. 


This Year’s Fair 


Toy fairs have been held in the 
Hotel Breslin, Hotel Imperial and 
Union Square Hotel for periods of 
five to six weeks, usually starting the 
early part of February. This year 
the exposition starts Feb. 6 and ends 
March 11, all exhibits being held at 
the Breslin and Imperial. The Union 
Square Hotel has been closed, and 
those who formerly had displays 
there are to be found on the eighth 
floor of the Breslin. This hotel will 
have about seventy-five exhibitors. 
The committee for this hotel consists 
of William Ritchie, who will take 
charge of the eighth floor; Charles 
E. Graham, who takes care of the 
seventh floor; Clarence Kinney, man- 
ager for the sixth floor, and C. P. 
Henry, who has both the fourth and 
fifth floors to manage. 

These five floors at the Breslin are 
now the scenes of much activity on 
the part of manufacturers and dis- 
tributors of toys. Rooms are being 
arranged for the line of goods to be 
displayed, and carpenters and elec- 
tricians are busy getting their work 
completed. The Breslin is located on 
Broadway at Twenty-ninth Street. 

Four floors at the Hotel Imperial 
will have exhibits of toys under the 
management of George P. Keen, who 
expects a total of about 300 exhibits 
when the doors open for the visit- 


T was about twenty-five years ago 
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ing buyers. This hotel is also on 
Broadway at the corner of Thirty- 
second Street. 

The toys to be exhibited are all 
American made, and are said to be 
of a better grade than any foreign 
samples brought out since the war. 
One of the exhibitors who was busy 
preparing his booth was asked about 
present prices. He voiced the opin- 
ion that there had been a few price 
reductions on certain lines but not 
many, and that those made were 
slight. He further said that the 
quality of most items was greatly 
improved, and that even though 
prices were not much lower, the value 
per dollar was decidedly greater this 
year than ever before in the history 
of American toy making. 

The 1922 toy fair is expected to 
show that the toy industry has be- 
come stabilized, and that the frenzied 
buying so prevalent in recent years 
has ceased. Advance information 
would also indicate a better tone gen- 
erally, and buyers are expected to 
place larger orders than were received 
last year. 

Every effort is being made to make 
this year’s exposition the best ever 
held. Committees, managers and ex- 
hibitors representatives are at the 
hotels supervising the erection of dis- 
play fixtures and arranging stock to 
be shown. 

Many new items are to be intro- 
duced at the fair, some of them en- 
tirely different than any toys now on 
the market. Several exhibits will 
show new stunts in the way -ef. dis- 
play racks for vehicles and other toys. 
Dealers will be able to pick up some 
splendid ideas for use in their own 
toy departments, and salesmen on 
duty will be glad to explain lines and 
means of merchandising along im- 
proved lines. The tendency of Amer- 
ican toys is toward educational and 
muscle building devices. This is 
made more evident each year. 


American Toys Superior 


The superiority of American toys 
is said to be equally noticeable in the 
various doll lines. Domestic dolls are 
said to be more realistic, lifelike and 
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of more interest to the average child. 
Foreign dolls are too dollish looking 
—the clothes furnished and the way 
the faces are painted are always ar- 
tificial on German dolls, whereas 
American manufacturers take pride 
in producing their products in the 
most natural way. The walking and 
talking dolls are both American crea- 
tions and are clumsily imitated by 
foreign companies, said one doll dis- 
tributor who had recently returned 
from a European trip. 


Importance of the Fair 


The toy fair is of great impor- 
tance to the hardware merchants, as 
the toy department is now recognized 
as a real all-year line for the hard- 
ware store. Many tried toys as an 
experiment during the recent holiday 
season and reports indicate that toys 
will be a regular feature of many 
more stores this year. 

Following the toy fair it is ex 
pected that toy departments in all 
sections of the country will be bet- 
ter stocked. Wider varieties of 
goods will be offered customers and 
the business as a whole will prob- 
ably assume much larger propor- 
tions per average month throughout 
the year. Some hardware dealers 
have labored under the impression 
that toys were good as incidentals 
for the Christmas holiday trade, but 
this theory is quickly corrected by 
the stories of all year toy trade in 
various hardware stores in different 
sections. 

If contemplated tariffs on im- 
ported toys become effective shortly 
and the value of the mark continues 
to show some indication of rising 
the cost variance of foreign and a 
mestic toys will be much less than 
heretofore. 

Spring and summer offer splendid 
opportunities for the hardware mal 
to introduce a good line of toys 
specializing on beach goods, and ¥ 
hicle or outdoor items. 

In the next issue of HARDWARE 
AcE the New York toy: fair will b 
covered very fully and readers 
find in this report many inter 
facts relative to this line. 
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Reaching 5,000 Prospects in a Single Week 


Ludlow & Squier of Newark, N. J., Did This When They 
Conducted a Manufacturers’ Exposition Which Ap- 
pealed. to Householders, Mechanics and Children 


HEN thousands of people 
W crowd in and out of a hard- 

ware store daily to view an 
exposition of hardware products in 
acity with a population of approxi- 
mately 450,000, it must be something 
unique in the enterprising history 
of hardware merchandising. It must 
also be something most decidedly out 
of the usual trend of daily events or 
it could not attract attention in a city 
already crowded with novelties and 
distracted by acutely competitive hu- 
man interests. 

More than 5,000 people visited the 
store of Ludlow & Squier, 97-99 Mar- 
ket Street, Newark, N. J., during the 
week of Jan. 14 to 21 to see the 
thirty exhibits of standard hardware 
products and to witness the demon- 
strations given by manufacturers’ 
representatives. 


Educating the Children 


_ The outstanding feature of the ex- 

position, aside from its advertising 
importance to Ludlow & Squier, was 
its educational value to the children 
of the Newark vocational schools, 
who were specially invited to wit- 
ness the demonstrations. Every day 
during the exposition week classes 
from the different schools went 
through from one end of the store to 
the other examining tools and me- 





chanical appliances. Where demon- 
strations were being shown the boys 
were allowed to test a tool or ma- 
chine personally. Listening to some 





George H. Lyon, Jr. 


of the demonstrators answer ques- 
tions was also somewhat of a liberal 
education for some of the store sales- 
men. Numerous mechanics and car- 
penters were also among the visitors. 

George H. Lyon, Jr., head of the 
purchasing department of Ludlow & 


* Here is a general view of the store of Ludlow & Squier, Newark, N. J., during the week in which the manufacturers’ exhibits were 
featured. Five thousand people, many of them prospective customers, visited the store during the exposition 


Squier, is entitled to full credit for 
the conception of the idea. He is also 
largely responsible for carrying it to 
a successful conclusion. It is only 
fair to add, however, that he received 
the co-operation of the entire sales 
force of the company and also very 
valuable assistance from William J. 
Morrow, the firm’s advertising man- 
ager and window designer. 


The Reasons for the Exposition 

Several reasons inspired Mr. Lyon 
to plan the exposition. As he has 
himself outlined them they were: 

“First, the idea of getting the man- 
ufacturers in closer touch with the 
consumer, the man on whom the 
manufacturers depend in order to 
keep their factory wheels turning. 
Secondly, to give the store salesmen 
a chance to learn something about 
the varied lines shown. 

“New tools and new appliances of 
all kinds are continually being put 
on the market, and an exposition, we 
believed, would help to develop inter- 
est in them. The third idea was the 
effect- an exposition of this kind 
would have on future _ business. 
Nearly everybody to-day agrees that 
business is on the upward path. 
People are more optimistic than they 
have been in many months. With all 
these thoughts in mind, I believed 
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Getting the manufacturer in closer touch with the consumer was one of the main ideas 


of the exposition. 


that this exposition would help build 
better and bigger business. 

“Consequently, thirty manufac- 
turers were invited to take part. 
Any display that would suit the space 
allotted would be accepted, with one 
condition—that a representative be 
on the ground during the entire 
week.” 

The first invitations were sent out 
Nov. 18 last and the response was 
unanimous acceptance from _ the 
thirty manufacturers invited. It 


The display windows of Ludlow & Squier were given over to miniature exhibits, as may 
be seen by this illustration a 


Here we see the way in which it was accomplished 


was of course impossible to invite all 
of the manufacturers with whom the 
firm did business on account of the 
limitations of floor space. 

Mr. Lyon has written an account 
of the exposition especially for this 
issue, which accurately describes the 
prominent features. 

“A very conservative estimate,” he 
says, “shows that 5,000 people visited 
the store during the week. This at- 
tendance was brought about by cir- 
cularizing our mailing list and devot- 
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ing ‘ads’ in the newspapers to the 
exposition. Vocational schools and 
manual training schools were invited 
to visit the store and several Clasges 
were on hand. 


“Care was taken to arrange the 
exhibitions as near to their stock as 
possible, as follows: 


“L. S. Starrett & Co. and Brown & 
Sharpe Mfg. Co. occupied the two 
machine tool cases. J. Wiss & Sons 
Co. the cutlery case. H. Disston & 
Sons had an attractive case opposite 
their stock. 

“The Skinner Chuck Co. arranged 
a very attractive display for the 
show, mounting a 10-in. chuck ina 
lathe head, and with a testing bar 
and tester showed the accuracy of the 
chuck. The American Pulley Co, and 
the S. K. F. Industries erected an at- 
tractive line of transmission, com- 
prising two 1 15/16 x 18-in. hangers 
carrying 8 ft. of shafting turning 
four pulleys from 10 to 36 in. diam- 
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November 18, 1921. i 
Stanley Rule & Level Co., i 
100 Lafayette Street, 

New York City. 

Gentlemen: 

Beginning January 14th and ending 

January 21st, 1922, we are going to 
2 have a manufacturers’ exhibit in our 
= store, and we. have invited about 

thirty concerns to share in this “Ez- 

position Week.” i 

It is our intention to set aside a : 
space for you in some advantageous 
part of our store. We will also have: 
cards printed with your name on and 
the goods you manufacture, and — ; 
from the ceiling over the space we will | 

give you. : 

We would like to have you furnish 
Stanley Tools for demonstration, which 
would appeal to the public. 

To make this a very complete st 
cess, we are going to send out a fol 
with our statements on January Ist, 
announcing this exhibit, and will also ; 
insert an “ad” in the papers preceding : 
these dates. i 

We will appreciate hearing from you : 
at an early date so that we may make 
arrangements accordingly. 

Yours truiy, 
LUDLOW & SQUIER. 
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Sample of invitations sent to manufacturers 


eter. From the 36-in. pulley a minia- 
ture line was run consisting of two 
11/16 x 6-in. hangers with 2 ft. of 


_ shaft and two 8-in pulleys. All were 


turned by a 1/40 horsepower motor 
with regular wrapping twine, acting 
as a belt, easily broken by hand, but 
which never broke all week under the 
full load of the hangers and pulleys. 


“H. G. Thompson & Son Co. dis- 
played a power hack saw in motion, 
cutting all sizes of steel to 4 in., the 
capacity of the machine. The Toledo 
Pipe Threading Machine Co. and the 
A. M. Byers & Co. gave a novel dem 
onstration on cutting and threading 
devices using wrought iron pipe. 

“The Standard Tool Co. and the 
U. S. Electric Tool Co. worked to- 
gether in a very good way in showing 
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twist drills and electric drills in mo- 
tion, which attracted many people. 

During the week of the exposition 

ntatives from jobbers and out 
of town dealers visited Ludlow & 

. Two representatives came 
from the Chandler & Farquhar Co. 
of Boston and were personally con- 
ducted through the store by Mr. Lud- 
low and Mr. Wilcox, the two senior 
officers of the firm. It is believed 
that Chandler & Farquhar Co. will 
hold an exposition similar to the one 
‘held at Newark. 

Some of the outside salesmen for 
ladlow & Squier secured the co- 
operation of a number of the manu- 
facturers’ representatives who ac- 
companied them during their morn- 
ing calls to factories and repair 
shops. It made a very favorable 
impression upon many of the Ludlow 
& Squier customers to have the sales- 
man visit them and introduce a fac- 
tory representative who gave them 
some first hand and detailed informa- 





January 14, 1922. 
Mr. J. M. Rogers, 
c/o Celluloid Co., 
Ferry Street, 
Newark, N. J. 
Dear Sir:— 

We are having an exposition week 
beginning to-day and closing Satur- 
ey Jan. 21, in which we have about 
thirty exhibitors, as shown on the en- 
Bach exhibitor will 





closed circular. 


have their own A ry mene attend- 


ing, and we are glad to issue you an 
invitation to call and see us any time 
duting the week. 
Trusting we may have the pleasure 
of seeing you, we are 
Yours truly, 
LUDLOW é& SQUIER. 





And here is a sample invitation to attend 
the exposition 





tion about some product the customer 
was using. 

The opportunity that the presence 
of the factory representatives gave 
to the store salesmen to learn about 
some of the technical details of the 
different tools and mechanical parts 
exhibited during the week was one 
that comes to few salesmen whose 
Sales are made across the retail 
counter. Whenever a eustomer asked 
4 difficult question they were able to 
§0 to the factory salesman and get 
an explicit information, which was 
decidedly to the advantage of the 
salesman as well as the customer. 

The window displays during the 
Week that the exposition was held 
Were trimmed with the products of 
the thirty manufacturers who exhib- 
ited. William J. Morrow who de- 
Signed them accomplished a difficult 
feat with unusual skill. Each article 
shown was identified by an appropri- 
ate card, while a larger card in the 

kground extended a welcome to 
Pedestrians to the exposition. 


HARDWARE 


Manufacturers’ representatives were in attendance at the respective exhibits. 


They 


were in constant contact with the visitors and aided in making the affair successful 


Ludlow & Squier also did quite a 
little newspaper advertising previous 
to and during the time of the exhibit. 
“Thirty exhibits of unusual interest 
in our first industrial exposition,” 
the ads announced. ‘Mechanics, pur- 
chasing men and almost everybody 
will find our little industrial exposi- 
tion well worth visiting—and it’s 
free.” 

Letters were also sent out to all 
customers and prospects, to vocation- 
al schools and other dealers. In let- 
ters circulars were enclosed giving 


And here is another window display. 


some of the details about the exposi- 
tion. Mr. Lyon also had boys dis- 
tribute 5000 circulars by hand to 
people on the streets and to a number 
of homes and factories. Two of the 
inewark newspapers sent reporters to 
cover the exposition, which was 
crowded every afternoon and espe- 
cially on both of the Saturdays—the 
opening and closing days. 

“In order to have a fitting climax 
a dinner was held Friday, Jan. 20. 
The following representatives of 
manufacturers were present: 


Note the way in which the various products 


have been identified with their makers by means of show-cards 
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Some of the heavier exhibits were placed at the rear of the store and this section soon became the rendezvous of those with 
P mechanical inclinations who were seeking information 


Alexander Bros,, A. R. King, B. O. Payne; 
American Bronze Co., Mr. Supplee; Ameri- 
can Pulley Co., J. 8. Pratt, E. R. Tremain ; 
Armstrong Bros. Tool Co.. M. P. Morse; 
Athol Machine Co., G. R. Christie; Brown 
& Sharpe Mfg. Co., H. L. Merrill, L. J. 
Smith, B. D. Miles; A. M. Byers & Co., 
G. W. Hamill; J. M. Carpenter Tap & Die 
Co., A. H. Wheeler, S. N. Sears; Clipper 
Belt Lacer Co., W. F. Kall; H. Disston & 


Sons Co., J. W. Cole, J. L. Dorrington; 
Durabla Mfg. Co., H. M. Wilson; Jenkins 
Bros., Al Engle; Nicholson File Co.; North 
Bros. Co., G, O. Lape; Norton Co., W. J. 
Bell, H. C. Steele; Chas. Parker Co., L. G. 
Parcells; Pike Mfg. Co., H. R. Connor; 
F, R. Plumb, Inc., B. P. Sloane, Jr.; S.K.F. 
Industries, J. D. Williamson, T. O. Daywalt, 
C. A. Decker; The Skinner Chuck Co., 
A. E. Thornton, R. B. Skinner; Standard 
Tool Co., G. B. Linklater; Stanley Rule & 





Level Co., F. L. Stoddard; L. S. Starrett 
Co., G. R, Christie; H. G. Thompson & Son 
Co., C. H. Enos, Jr., Fellowes Thompson; 
Toledo Pipe Threading Machine Co., C. A 
Papp, F. D. Stuart; Union Tool Chest Co, 
Walter Garrity; U. 8S. Electrical Tool Co, 
W. B. DaSilva; J. H. Williams & Co., A. F. 
Carew, J. B. Perkins; Williams & Wells, 
G. F. Fischer; J. Wiss & Sons Co., H, C 
O’Hare, L. Reynolds; Yale & Towne Mfg. 
Co., A. L. Connor, 


Re-Hardwaring and the Hardware Jobber 


A Few Suggestions for the Wholesaler to Pon- 
der Over in Connection with Re-Hardwaring 


_] ERE’S a new idea in the hard- 

ware trade. 

—a plan of promoting your busi- 
ness and the dealers’ business, in a 
hitherto untouched field—a field so 
rich in sales possibilities.as to be 
almost unbelievable. ' 

Please read every word carefully. 
“Re-hardware.” 

—and we are going to put this new 
word and the big idea it stands for, 
on the business map. We're going to 
convince the people of every locality 
in this country that the “re-hardwar- 
ing” of their property is even more 
important than redecorating, re- 
painting or frepairing—that they 
should do it for the protection and 
for building maintenance. 

Everyone to whom this idea is pre- 
sented agrees at once that it has 
wonderful possibilities. They say, 
“The time is ripe for just such a 
plan; it will put new life into the 
builders’ hardware business and get 
many dealers who have dropped the 
line to stock up again. 

First hand data was gathered 
showing that about 80 per cent of 
the locks on houses, business build- 
ings, stores, etc., can be easily picked 
with a buttonhook. Steel lock sets 
with cast iron working parts were 


found to have lost their protection 
value and many locks of good origi- 
nal quality have worn out through 
constant use so that they no longer 
give service. 


This is to be expected—hardware 
cannot last forever—but the average 
property owner does not realize the 
necessity or the great advantage of 
“re-hardwaring.” 


Graham ‘Addresses New York Hardware Boosters 


“Before we can have any permanent 
improvement in business we must recog- 
nize international conditions and take 
an active part. in. the business affairs 
of the world,” declared George A. Gra- 
ham, member of the firm of John .H. 
Graham & Co., New York City,:speak- 
ing before the Hardware Boosters, Jan. 
28, at the Hardware Club, 263 Broad- 
way, New York Gity. 

“It seems, to me to be decidedly in 
the interests of American business,” he 
said, “for the United States to take part 
in the proposed economic conferences in 
Europe.” Mr. Graham. stated that the 
United States exported $3,000.000,000 
worth of merchandise last year, and 
that on an average 25 per cent of all 
the products of American farms and 
mines are exported. When our exports 
stop or are reduced, because of eco- 
nomic conditions, he said, it means tem- 
porary industrial depression which is 
felt throughout the country. 

A prominent manufacturing concern, 
he said, sent out a number of question- 


naires recently, asking for opinions 
from its customers as to the feasibility 
of the United States taking part in the 
economic conference at Genoa. Pratti- 
cally all of. the replies received from 
east of the Mississippi Valley indorsed 
American participation, Mr. Graham 
said. But west of the Mississippi, he 
said, the concensus of opinion was 
against American participation. 

The result of the canvass tended # 
show, the speaker said, that the Middle 
West is slow to change its ideas 
that it is still thinking in terms of ise 
lation. But the accumulation of evr 
dence, he pointed out, is conclusi 
against a policy of business isolation. 
The United States, he declared, must 
take a world attitude, and by helping 
Europe, help itself. 

S. N. Sears, one of the founders of 
the Boosters, spoke briefly, previous @ 
Mr. Graham’s address, on the history 
of the organization, at the request of 
Chief Booster R. W. Scobell, who pre 
sided. 
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Thirty-Five Washers Sold in a Fortnight 


Twelve Days Was the Exact Time It Took the 
Burns & Goulding Hardware Co. to Estab- 
lish This Record in Garden City, Kan. 


HE Burns & Goulding Hard- 
# ware Co., Garden City., Kan., 
© recently held a special sale in 
which thirty-five electric washers 
were sold in twelve days. This is an 
achievement that ranks high in-the 
records of hardware salesmanship. 
As may be surmised, it was not the 
result of haphazard methods. Nor 
was it luck. From first to last the 
sale hung on the hinge of plans, care- 
fully prepared and thoroughly adapt- 
ed to the community it served. 


Record Sales in a Small Town 


The record of the sale serves as 
another illustration of the fact that 
acommunity of about 4000 responds 
more quickly to modern merchandis- 
ing methods than do the people of 
the larger cities. The reasons are 
obvious. A merchant can cover his 
territory better. He has a more in- 
timate knowledge of his customers 
and prospects, and the agencies of 
growth and civic pride are always 
active. Public interest is more con- 
centrated. It is not distracted by 
the same varied and complicated ac- 


tivities and competitive discords that 
vex and hamper the energies of a 
metropolitan merchant. 

Yet the dealer in the smaller town 
must continually introduce new meth- 
ods and execute more extensive and 
bolder plans in order to retain the 
interest of his community and main- 
tain a consistent and increasingly 
active turnover. To what degree this 
is necessary may be judged from the 
description G. E. Goulding has sent 
us of the electric washer sale his 
company held a short time ago. 

“The success of our recent sale, 
during which we sold thirty-five elec- 
tric washers in twelve days was much 
greater than we had anticipated,” 
writes Mr. Goulding. 

“We added this line of washing 
machines to our electric department 
a year ago last July and were very 
much pleased with the machines. We 
sold quite a number last year and 
had splendid success with them both 
in the matter of pleased owners and 
also in the absence of any mechan- 
ical trouble. 


“We had always wanted to get in- 
to the electric washer business in a 
big way. So when a well known 
company made their big reductions 
late in August we decided to order 
a carload of these machines and put 
on a twelve day demonstration sale. 
We attribute the success of the sale 
to the large and continuous amount 
of advertising we did and to the 
demonstrations we gave in the homes 
of prospects. 


Getting the Necessary Data 


“We started our newspaper adver- 
tising about a month before the 
sale and kept emphasizing the fact 
that the big reductions in washers 
had been made. We also delivered 
hand bills to every home in the city. 

“We engaged a young lady to make 
an electrical survey of the city, fill- 
ing in information regarding those 
who had electric washers, electric 
sweepers and irons and also the make 
of each. When our sale started we 
had many names of prospects who 
were interested in buying a washer. 

“The electrical survey did us more 
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That the Burns & Goulding Hardware Co. was successful in selling washing machines to the inhabitants of Garden City, Kan., 
may be realized when we can see the machines en route to their owners as we do in this illustration 
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good than any other advertising, as 
we found who were really interested 
in electric washers and when they 
would be in the market to buy. 

“This survey also gave us a good 
many prospects for vacuum sweepers 
and other electric appliances. 

“The demonstrations we gave in 
the home were a big factor in closing 
sales, as most of these machines were 
delivered to the homes to let the lady 
do her own family washing and to see 
how she liked our machine, even be- 
fore we talked to her in regard to 
buying. 

“We demonstrated machines in 
every home where permission was 


HARDWARE AGE 





granted and when the sale was over 
we had been to only eight homes 
where we had failed to sell our ma- 
chines and these will probably buy 
later on, when able to do so. 


Demonstrations Essential 


“Our experience shows us that the 
demonstration idea is the big thing 
in selling electric washers, because 
people as a rule like to see a ma- 
chine operate before buying, and if 
you have a machine that will wash 
satisfactorily and is priced right it 
will sell itself. 

“Only new machines were used for 
demonstration purposes and when the 





sale was over we had only one mg. 
chine on hand that had been used, 
“We had machines in our show 
windows and also one in operation 
full of suds and a number of different 
models on our sales floor. 
“Considering the fact that our 
city has a population of less than 
4500, we are much elated over this 
sale. Our electric department has 
always been a profitable line for us, 
as there is no branch of housework 
where electricity does not take the 
place of some old method in a much 
better way. Any hardware store that 
is not pushing the sale of electric 
household necessities should do go,” 


Putting Cash Discounts to Work for You 


Here Is a Firm That Has Created a Fund from Discounted 


Bills 


HERE was a real live, pro- 

gressive hardware man, with 
real courage to start a plan and stick 
to it, that has become one of the very 
interesting and unique houses in our 
industry. 

He is inclined to be quiet and mod- 
est. We have called upon-and sold 
him for many years and never sus- 
pected the story connected with his 
development. A few days ago while 
talking with him he made this very 
startling statement, “Mr. Sears, we 
have had a very satisfactory business 
during the year 1921, despite the 
general depression, but do you know 
we never worry very much about the 
storms that frequently arise in the 
business world, as we have an anchor 
to windward that always holds and 
defies every tempest. We can run 
this business for more than two 
years without reducing our present 
force of about 100 employees, buy as 
many goods as we have bought dur- 
ing the past two years, and pay cash 
for them if the cash register never 
rung once and if the mail never 
brought us a check.” 

There are possibly other houses 
who could do this, but no one ever 
mentioned it to me so that I was 
interested enough to ask for the 
story. It is so simple and so feasible 
for any one to adopt that I got his 
permission to pass it along. 


An Original Plan 
It seems that many years ago this 
heuse decided that the cost of mer- 
chandise to them was the price at 
which it was billed and that the 





By SEYMouR N. SEARS 


goods should be sold at a price that 
showed a profit. They discounted all 
bills and the cash discounts were fig- 
ured as though a separate transac- 
tion, and each month abstracted 
from their general account and put 
into a special fund, entirely separate 
from their general business account. 
This fund grew and flourished. It 
was more diligent than any clerk in 
their employ in that it worked nights, 
days, Sundays, and holidays. The 
funds were invested in interest-bear- 
ing securities, and nothing was per- 
mitted to disturb or decrease it. If 
any extra money was needed in the 
business, the amount was borrowed 
from this fund at 6’per cent and re- 
placed, principal and interest, the 
same as a bank loan would be. Where 
they found it necessary to give a 
cash discount to any of their own 
customers, this came out of the reg- 
ular price of the goods and did not 
affect the amount taken as diseount 
money for the surplus fund. 


All discounted bills are paid twice a 
month and all bills that do not carry 
a discount are paid automatically on 
the 25th of each month. This method 
of paying is quite common in the 
trade and brings a return far greater 
than the matter of cash discount. 
Every manufacturer or jobber is 
anxious to sell such an account and 
at the extreme price. They have a 
preferential in shipments many times 
when goods are scarce, and new 
goods and new conditions are always 
brought first to their attention. 


It is my opinion that every man 


Which Is Used As an Anchor to Windward 


in our industry should discount his 
bills if he already is not doing so. 
The method is simple. If one has 
not the money to do so, go to the 
bank and get it, pay 6 per cent for 
it and earn 24 per cent, Occasionally 
we find a man who says with great 
pride that he has never borrowed 4 
cent from the bank. He usually says 
it when we go to try and collect an 
account that is three to four months 
old. There is no easier way to make 
money than on someone else’s capital, 
and one of the best business men I 
have ever met says it is a poor mer- 
chant who does not borrow. 


It so happens that the writer is a’ 
director in a National Bank and 
knows how the bank looks upon the 
paper presented by a merchant who_ 
wants money for discount pu f 
The banks consider this the finest 
kind of paper, particularly where the 
notes are met at maturity 
cleaned up before more accommodae 
tion is asked. 

Many merchants have yet to learn | 
that their bank is their greatest busi- 
ness friend, one always ready | 
help when asked, if there is 
basis upon which help may be && 
tended. The relation of the bank @ 
its client is just as sacred as that 
the lawyer, doctor or clergyman 









it always stands ready to give ad ce 


of inestimable value without cost. 
is also true that the hardware 
ness is of a substantial nature 


those in it are of such a high grade | 


of men that their business is always 
welcomed. 


February 9, 1929 
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Display the Main Factor in Selling Rope 


Demand Stimulated by Forceful Featuring Says Charles 
Conover of Banister & Pollard Co., Newark, N. J. 
—The Farmer an Excellent Rope Prospect 


“c HAT are the two most im- 
portant things that sell 


rope?” we asked Charlie 
Conover at Banister & Pollard Co., 
Newark, N. J., a short time ago. 

“Factories and salesmen I guess,” 
he replied. 

“Yes, yes,” we said, “but what are 
the two things that increase rope 
sales in a retail store?” 

‘Demand and display.” 

“But what do you do to stimulate 
demand?” we insisted. 

“Display,” he answered. 

And to prove it he showed us a 
photograph of a window display that 
he had arranged a few weeks previ- 
ously. It was a rope display all right 
and one of which he or any other 
window designer might well be 
proud. It showed rope in all grades 
and sizes in a way to pique the curi- 
wity of even the most disinterested 


eye. 

When Banister & Pollard Co. have 
4 window display on any particular 
line of merchandise it usually means 
that a sales drive is on which results 
in a greatly increased turnover of 
the particular line displayed. The 
display is generally concentrated on 


one line, or at the most on one or 
two related lines. 

For instance when the rope display 
was being shown, the company’s 
newspaper advertising stressed the 
fact that Banister & Pollard Co. car- 
ried a complete assortment of rope 
and twine. The outside salesmen, 
who call on the various factories and 
shops in and around Newark, made it 
their business to visit every pros- 
pective rope customer that they could 
locate and see during the course of 
an ordinary working day. The store 
salesmen called the attention of cus- 
tomers who visited the stwre to the 
fact that rope has sundry and vari- 
ous uses, and made an attempt to 
interest them in making a rope pur- 
chase. 

Sales letters preceded the outside 
salesmen to the factories, shipyards 
and shops. These letters contained 
information about the quality of rope 
that Banister & Pollard sold, and 
stated facts regarding the service 
that could be rendered by the com- 
pany. When the salesmen called they 
did not have to introduce these pre- 
liminaries but. were able to quote 
prices and talk facts. 


Although rope is used extensively 
by shipping interests and great in- 
dustrial works a good deal of it is 
sold to the farmer. The haying sea- 
son will soon be approaching and a 
great deal of rope will be sold for 
harvesting this crop. The best rope 
obtainable should be sold for this 
purpose, The strain is tremendous, 
especially when the rope is used to 
hoist up the hay to the barn from the 
hay rigging or wagon. The farmer 
also uses a good-deal of halter rope; 
and hammock rope is used every- 
where. 

In connection with window dis- 
plays of rope it has been found both 
practical and attractive by many win- 
dow designers to include pulleys, rope 
checks, rope clasps, rope couplings, 
rope guides, rope fastening and rope 
savers. 

Very attractive displays can be 
arranged, especially in a concentrated 
display devoted entirely to rope and 
rope accessories. But rope must be 
displayed often and well in order to 
get the most out of it. There is 
always a more or less consistent de- 
mand for it, but when it is displayed 
and pushed it is profitable. 
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Eazceptionally at- 
tractive dis- 
plays can be evolved 
by the use of rope, 
as can be readily 
seen by this win- 
dow of the Banister 
é Pollard Co., New- 
ark, N. J. Notice 
the display of 
knots at the left 
and the pulley lines 
in the foreground. 
They are worth 
while ideas 
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son is just around the corner. 
On the way are the days when 
the motorist takes a renewed inter- 
est in his car and sets about getting 
it in shape for the initial spring 
jaunts into the country. 
Having this in. mind, we prepared 
the special series of suggested ads 
for accessories shown on this and the 
following page. These ads are so 
written that they can be made to fit 
your accessory department just ex- 
actly as though someone in your or- 
ganization prepared them. All that 
you have to do, in order to adapt them 
perfectly to your individual require- 
ments, is to check over the items fea- 


 ® HE automobile overhauling sea- 
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Engine: Grind valves, re- 
move carbon, .put in new 
plugs, put on new fan belt, 
change oil, put in new rings, 
test ignition with patent 
tester. 
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Running Gear: Replace lost 
grease cups, put on spring 
leaf lubricating covers, paint 
rusty rims, put on running 
board mats. 













Wd 









NS 

SS Body and Top: Touch up 
N or refinish body, paint top, 
NS apply dressing to leather 
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seats. 


Wheels: Replace worn 
tires, vuleanize spare tubes, 
renew tire repair kit. 
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Here’s where we fit in. 
Every item needed to ca 
out the above suggestions 
may be purchased at our 
Don’t put off your 
Spring 
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store. 
accessory purchases. 
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Jones Aardware Co. 


“Ghe Auto 
Accessory Store’’ 
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1—This ad starts the car owner think- 
ing and you do the rest 
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How to Advertise Your Auto Accessories 


Here Is a Series of Ads Which Will Help You Sell 
More Automobile Accessories During 


the Coming Season 
By Burt J. Paris 


tured or listed. As these items are, 
for the most part, standard every-day 
equipment, you will find but few 
changes, if any, necessary. 

The text matter and_ general 
method of presentation should be in 
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Springtime! \ 
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Balmy: Spring is but a 
few weeks off. Now is the 
time to brush up the family 
bus to be all set for the first 
run out in the country. 


WW 





There'll be a lot of work 
to do on your’ car and we 
have hit on a practical way 
of helping you. Our new cir- 
cular listing our ' complete 
line of auto accessories is 
now ready. 









Stop at our store and get 
your copy. You'll find it will 
remind you of just what to 
do and what to buy. 














. The big advantage of buy- 
ing your accessories at our 
store is that you can make 
out your list and get every- 
thing on one trip. Our line is 
complete. 


Jones Hardware Co. 


“Ghe Auto 
Accessory Store”’ ec 
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2—Here is one calling attention to your 
circulars, so be sure and have them 


nowise changed. In reading over the 
ads you will note that they form a 
complete newspaper campaign with 
two dominant themes. First: the 
thought of spring and the necessity 
for overhauling, and second: the 
thought of complete accessory stocks. 

Of course, on reading ad No. 2 you 
will note that it calls for the prepara- 
tion of a circular. But even though 
you have not made a practice of get- 


pa. 


ei 


ting out such a circular in the past, 
we earnestly advise you to do so this 
spring. If you do, the text in this 
ad will not have to be in any way 
changed, and even if you do not, all 
you need do is to substitute “depart- 


ment” for “circular” and the copy — 


for the second and third paragraphs 
of this ad No. 2 will then read as 
follows: Paragraph 2: “There'll be 
a lot of work to do on your car and 
we have hit on a practical way of 
helping you. Our accessory depart- 
ment is now completely stocked and 
is ready for your inspection.” 
Paragraph 3 would read as fo- 
lows: “Stop at our store and look 


over this display. You'll find it wil 
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This is the store where you 
will find everything you need 
for putting the old bus in 
shape for’ the Springtime 
runs. Here are a few sug- 


gestions: 


1, Valve-grinding tools and 
paste, 

. Aluminum paint for 
rusty rims. 

. Radiator non-leak prep- 
arations. 

. Auto paints and 
nishes—all colors. 

. Tires, tubes, vulcanizers, 
repair kits. 

. Spark plugs, spark 
testers, grease cups. 


And just remember that 
our accessories are priced 
right. Our complete line 
enables us to make larger 
sales with the consequent 
saving to you. Start work 
on your car now—be ready. 


vare- 


Jones Aardware Co. 


“Ghe Auto 
Accessory Store’’ 





3—The gentle art of suggestion # 
brought into play in this ad 
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VHH@@CWH@TCEEEEEEEEEEEEEHEER old bus for the new season. And the 
N working suggestions and the sales 
\N i ined that 
N suggestions are so intertwined tha 


“The Complete Cteecssory Store! 


Here are four practical suggestions for putting 
your car in trim for the Spring and early Summer 
tour season. Every item suggested for carrying out 
this Spring overhauling may be bought here—and 
scores of other auto needs as well. 
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when it comes to actual purchasing, 
your store is foremost in the mind 
of the owner. 

Ad No. 5 is an announcement 
which will bear considerable repeat- 
ing on your schedule. It visualizes 
the scope of your entire accessory de- 
partment and suggests sales. 

Ad No. 3 is also a suggestion ad 


Y 
Liz 












YY 















Yj Yj A, 
YJ] 













Yj 
Z 








1 
Remove carbon, grind valves, 
replace plugs and fan belt, test 
ignition, put in new rings. 


Items Required: 


Can carbon remover or set 
carbon scrapers, Can valve 
grinding paste, one fan belt, 
one ignition tester, bow of piston 
rings, one valve grinding tool. 





3 


Replace lost grease cups. 
Put on spring leaf covers. 


Paint rusty rims. 


Items Required: 
Necessary new grease 
cups. Set of four spring 
leaf self-oiling covers. One 


can aluminum paint. 


requiring but small space. This ad 
is good for a number of insertions, 
for while the text matter may re- 
main unchanged, new items for the 
six suggestions may be inserted, and 
with several insertions, the most im- 
portant articles in your stock can be 
featured. 






























































These ads are so designed that il- 
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Jack up and adjust 
wheels. Replace worn tires. 
Vulcanize old tubes. Look 
over tire repair kit. 

Items Required: 

One jack, one or more 

casings and tubes. One pat- 


ent vulcanizing outfit. ew 
fresh tire repair kit. 
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Clean and refinish body. 
Paint top. Renew leather 


seats with dressing. 


Items Required: 


Necessary cans of auto 
finishes. nme can of top 
renewer. Oné can of leather 


dressing. 





lustrations are not essential, although 
if you subscribe t6 a syndicate cut 
service it would be well to use a few 
cuts suggestive of spring motoring 
joys. : 

The cost of this accessory cam- 
paign, even for a merchant in a fair- 
sized city, is small, for three of the 
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+Four practical suggestions are featured 


c. i this copy. Why not call on the car 


,owner and clinch the sales? 





temind you of just what to do and 
what to buy.” 

The circular, however, is easily 
prepared, and as our purpose was to 
get this complete campaign in your 
hands well in advance of spring ac- 
tessory buying, you have plenty of 
time to get out a circular which will 
give the motorist a complete idea of 
just what your accessory stock rep- 
Tesents. 

Now you will notice that ad No. 2 
says “Stop at the store.” Therefore, 
We would not mail these circulars 

t to your local list of auto 
OWhers until this ad has had the 
to bring in some personal 
alls, This is a point to remember. 

‘Ads Nos. 1 and 4 are departures 
ftom the general trend of retail hard- 
Wate accessory advertising and our 
Advice is to run both of these ads sev- 
ttal times. They are helpful ads— 
Mey do a considerable amount of 

miking for the car owner and it is 
ttt firm belief that both of them will 
€cut out of the newspaper and pre- 
served for the purpose of guiding the 

) in his annual overhauling, 
‘ter it is surprising how many things 
@ can forget when brushing up the 















Jones Hardware Company 


“The Auto Accessory Store’ 









Ctuto Wcedo for Soring! 


What You Want— 
When You Want fe 
At the Right Price— 


Ours is the complete accessory store. Everything 
for Spring overhauling. Just glance over this partial 
listing of items carried in stock. 
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ads are 5-in. single-column and the 
other two, short double-column. 
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5—This ‘ad gives one an idea of the acces- 
sories carried and starts the reader’s mind 
working 
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SUGGESTIONS: \ 

SS Spark Plugs Fan Belts Ignition Testers N 
N Grease Cups Tire Covers Aluminum Paint N 
NN | Body Finishes Carbon Removers Nickel Polish N 
NS Soldering Outfits Patent Locks Bumpers N 
N Chains Tires and Tubes Vulcanizers \ 
Ford Timers Ford Parts Vises N 

Tire Pumps Jacks (all styles) Slip Covers N 

Auto Bulbs Shock Absorbers Oil Cans N 
Towing Ropes Service Units Grease Guns N 

Body Polishes Top Renewers Spare Tire Locks N 
Spotlights Windshield Cleaners Glass “Wings” N 
Rubber Mats Tools Flashlights N 

\ 

N 


“The Auto Accessory Store’’ 
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Completing the Modern Egyptian Alphabet 


Final Instalment of This Series Includes Necessary:: 
Numerals—Some Worth While Suggestions 


Regarding Show-Card Equipment 


what type or style of letters they 

like best their answer no doubt 
would be “plain block letters.” 

Technically speaking, they have 


ik the average person were asked 


Single -Stroke - Egyptian Alphabet 





By JOSEPH BERTRAM JOWITT 


not be so noticeable were there a 
slight difference in each one. 

In constructing letters of: the 
Egyptian type it is only a matter of 
selecting a red sable, lettering brush 


{ 
a 
| 








but a vague idea of the exact forma- 
tion of the letters composing a “block 
alphabet.” What they really mean is 
a bold, plain, easy-reading, outstand- 
ing type constructed on simple lines 
free from embellishment. Show them 
this perfect Egyptian alphabet il- 
lustrated herewith, and it is almost 
certain to meet with their approval. 


Difference Between Types 


If the reader will compare this 
Egyptian alphabet with the two words 
“Builders’ Hardware” on the show 
card featuring “Sargent Locks” they 
will note the marked difference be- 
tween these two types. The rule 
governing the construction of block 
letters is much more difficult to fol- 
low than that of the Egyptian type. 
This applies to all those following 
show-card writing as a profession as 
well as the beginner at lettering. 

For example, take the two letters 
“R” in the word “Hardware.” If 
the letters are “full block” the open 
space in the center at the top should 
be of the same dimension, but were 
they of the Egyptian variety it would 


fe 


‘ HI pe ee ase be e. 4 ae i 
This shows the completed Egyptian alphabet, both capital and small letters 


which, when spread out fan-shape, is 
the exact width you wish the strokes 
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of the Egyptian letters to be. No 
single stroke is a complete finished 
stroke, unless it should be a crogg 
stroke, as in the center of the capital 
letters A and H, because in most 
cases where the brush is removed 
from its terminal it requires a short 
finishing stroke here-and-there 
complete it as you go along. What is 
meant by the term single-stroke is 
that each letter is constructed by the 
fewest single strokes possible, instead 
of the old fashioned way of building 
up each letter by a series of many 
short strokes. Of course, letters 
done by this single stroke plan are 
not as accurate as a skilfully built- 
up letter like a sign painter would 
paint on a sign board. But show 
cards are not supposed to be perfect 
in detail, and if the effect is there 
they are sure to deliver the necessary 
punch, nt 


Cultivate Enthusiasm for Show-Card 
Writing 


To be successful, to accomplish any 
new enterprise we should have, or 
cultivate, enthusiasm. There never 
was a desire to do anything without 
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‘there came with it the will to do, 

4p accomplish, to achieve. Discour- 
agement, difficulty, hardship, every 

obstacle will go down: in the rush of 

enthusiasm. With ordinary intelli- 

and extraordinary persever- 

ance all things are possible. It is 

safe to say that nearly every man 

has more latent power than he ever 

jearns to use. When we learn the 

geret of making all our work play 





, 

The words “Builders’ Hardware” are in 

block letters. Note the contrast with the 
Egyptian letters 


it will never be a case of “The spirit 
is willing, but the flesh is weak.” 

The ability to do plain Egyptian 

ing is more of a knack than an 

art, There are many artists who are 

proficient letterers, but many more 

proficient letterers who are not art- 

ists. The writer has no real artistic 

ability and therefore knows whereof 

he speaks. But I am just as enthu- 

siastic over having these cards at- 

tractive and the text comprehensive 

: # in my first attempts at making 

: show-cards. 


A Good Outfit 


Aside from simple and compre- 

hensible instructions on how to write 
thow-cards, the beginner cannot gain 
tauch headway unless he is willing to 
Spend at least $5 on a modern letter- 
ing outfit. A shipping clerk’s mark- 
ing brush that may be purchased for 
15 or 20 cents must not be compared 
in any way to the fine, high-grade, 
‘®enuine, red sable show card brush of 
. A genuine red sable show-card 
brush No. 12, the same size as 
marking brush above mentioned 
Would retail from 85 cents to $1.50 
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each, or according to the length of 
hairs and quality. The $5 outfit 
should consist of the following: 
“Four genuine red sable single- 
stroke brushes, Nos. 6, 8, 10 and 12. 


‘Electric 
Heaters 


© Special. © 





This style lends itself particularly to the 
making of numerals 


Three 2 oz. jars of water color show 
card ink (ready mixed) black, red 
and blue. One set of Soennecken 
lettering pen points, (these are steel 
stub single-stroke pens for small let- 
tering made in seven convenient 
sizes). One set of Esterbrook, or 
Gordon & George speed ball lettering 
pens (a wonderful American inven- 





An lent ple of what may be 
done with a small illustration 
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tion for speed lettering. The number 
five pen point will make a stroke 
equal in width-to that of No. 10 red 
sable brush). One piece of art gum 
eraser for pencil marks or erasing 
spots or mistakes. 

Either the stub lettering pen or 
speed pen points will fit in the ordi- 
nary common pen holders. 


Watch Your Position 


In learning show-card writing the 
body should be placed in a natural 
position, sitting almost erect. Do not 
under any circumstances acquire the 
habit of leaning way over your work, 
you will soon tire of practicing if 
your body is in an uncomfortable 
position. Also remember if you 
grip the brush handle too tightly 
your hand is apt to shake and be- 
come cramped. The thumb and first 
two fingers should be kept well down 
on the brush handle almost touching 
the metal ferrule. If you grasp the 
brush handle near the top you will 
not be able to control the curved or 
sweeping strokes. 

All strokes are made from left to 
right starting at the top guide line. 
First the left stroke, then the right, 
then the center or cross strokes. All 
downward strokes should stop when 
brush is within a fraction of the 

















And here one sees the display possibili- 
ties of the small letters of the Egyptian 
alphabet , 


bottom guide line. The stroke is 
then finished or evened off by turn- 
ing the brush sideways. Do not turn 
the hand or arm, but turn the handle 
of brush between the fingers. The 
brush is handled in the same way in 
making all curved or circular strokes. 
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Tact, Truth and Wisdom in Salesmanship 


The Practical Application of These Qualities Makes 
the Difference Between the Successful Hardware 
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Salesman and the Struggling Order Taker 


; ACH word you utter in the 
K opening remarks of a sale at- 
tack must be filled with one of 
the three elements below, namely, 

Tact, truth, wisdom. 

True, all who strive cannot reach 
the highest pinnacle of hardware 
salesmanship, but the exercise of 
striving and trying, wishing and 
working, thinking and doing, will be 
highly beneficial, and if you do not 
reach the top, the exercise you have 
expended on the road will be sure to 


prove helpful, no matter what you 


may offer for sale. 


Making Use of Tact 


A few tactful opening remarks will 
at once cause the prospect to feel at 
ease. For this reason, preface the 
actual selling with such remarks as, 
“What can I serve you with to-day?” 
or “What is it your pleasure to look 
at this morning?” Never say, “Can 
I wait on you?” or “Is there some- 
thing to-day?” The first remark is 
the best, for the simple reason peo- 
ple are not “waited on,” but “served,” 
and one can- see at a glance the form, 
“Can I serve you?” fills the bill to 
a nicety. 

At times some salesmen accost the 
caller with a gruff, “Well?” or 
“What is it?” both rude and bad 
form. But happily this class is in 
the minority, so we shall pass this 
infraction of good selling ethics with 
the above brief remarks. 


An Example of Truth 


So much for tact—next you will 
find a concrete example of truth— 
better by far than aught that could 
be written on the subject. 

Marshall Field’s remark to an in- 
different clerk may well be taken aa 
an illustration of this fact. “Young 
man,” said he, “I don’t pay you to 
sell goods; I pay you to show them. 
Merchandise, if properly shown, is 


New York Boosters’ Smoker 


Special features will mark this year’s 
annual smoker of the New York Hard- 
ware Boosters, which will be held at 
Terrace Garden, Fifty-eighth Street, 

. between Third and Lexington Avenue, 


By B. J. MUNCHWEILER 


its own salesman, the price, combined 
with the proper spirit in making the 
display, will sell them.” To another 
clerk, whom he discovered telling a 
lie to sell goods he was showing, after 
calling him to his office, he said: 
“Young man, a person that lies to 
sell goods is a fool, as he does him- 





Quiz for Salesmen 


Q. What. does tact consist of? 

A. Sometimes knowing enough, not 
to know too much. 

Q. Can tact assist your salesman- 
shipf 

A. Unquestionably yes, for tact is 
ever present in every transaction. 

Q. Are goods sold or purchased? 

A. Invariably always the latter. the 
salesman assisting in the transaction. 

Q. How did Emerson define tact in 
Salesmanship? 

A. By stating, “Great is he who 
can clter the course of the human 
mind. 











self no good and does me a great 
injury; for as soon as the lie is dis- 
covered, confidence, the basis of 
trade, is shattered, and you develop 
a knocker in place of a booster.” 


Taking Stock of Yourself 


After that last customer has left 
you without buying, suppose you run 
over the following list in an effort to 
take stock of just what happened, 
thus you will be able to fortify your- 
self when the next one comes along. 

When that last customer entered 
did you say “good morning,” or 
grunt, “anything for you?” Did you 
smile when you greeted that Tast cus- 
tomer, or did you wear a blank 
stare? 

Did you rise at his approach or 
remain seated, giving the impression 
you were too listless to offer service? 

Did the last customer ask to be 
served or did you approach, bristling 
with business and attention? 

Did the customer find what he 





New York City, Friday evening, March 
8, according to C. C. Dietrich, chairman 
of the entertainment commttee. Ar- 
rangements are being made, Mr. Diet- 
rich said, to make the smoker this year 
one of the most successful that the 
Boosters have ever conducted. 





asked for or did he leave without 
buying? 

Did you serve him to the best of 
your ability, or did he have to drag 
the words from your mouth? 

Did you have at hand the goods 
the last customer asked for or did 
you dig under counters or upper 
shelves, causing needless delay? 

Did you display more goods than 
the last customer requested or did 
you simply show what was asked for 
and let it go at that? 

Did you carefully count, measure 
or select the goods, or did you guess 
at the quantity? 

Did you handle the goods ina 
pleasant manner, or toss them back 
on the shelves? 

Did you chat in a friendly way 
with your caller while waiting for 
change or did you lose all interest in 
the transaction after the sale was 
made? r 

Did you call attention to other 
goods in your stock while he was 
waiting for the parcel. 

Did you make a neat package, or 
did you think that untidy bundle 
good enough? 

Did the last customer impress you 
as one who would call again, and 
what method did you use to instill 
that thought? 

Did you place the customer's 
change in his hand or “dump” it ia 
a heap and let him fumble for it 
as best he could? 

Did you thank that last customer 
for the sale or did you take the 
money without this courtesy? 

Did you wish your last customer 4 
pleasant “good day” or a cheery 
“good-bye” ? 

Did you feel that they would call 
again, and, if not, why not? 

Do you realize that the last cl 
tomer that left is an asset to your 
business? 





Frederick Jackson Rider Dies 


Frederick Jackson Rider, junit 
partner of Muchmore & Rider, Port® 
mouth, N. H., died on Jan. 17 at We. 
age of fifty. Mr. Rider had been ® 
active in business for ten years. 
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EDITORIAL COMMENT 


An AWAKENED Economic GIANT 


HE ‘American farmer has stepped out of 
the comic section of the newspapers and 
cleared a place for himself among the 
daily headlines and editorials. 

He has sown seeds of insurgency in party 
politics, and many voices have lately been raised 
to champion his cause in the halls of legislation. 


Whether you like it or not, the American 
farmer is a newly, self-conscious, economic giant 
who will powerfully affect political and economic 
events for some time to come. 

At the national agricultural conference, held 
recently at Washington, he expressed his opin- 
ions on economic questions with singular force 
and directness. He has made it clear that the 
farmer’s grievances are national problems, and 
that no group of men or interests in the coun- 
try can afford to neglect the man upon whom 
we all depend for our fundamental necessities. 


Statistics prove that his grievances are well 
sustained. Last year’s farm crops, as valued by 
the Department of Agriculture, were worth 
$5,675,877,000. In 1920 they were valued at 
about $9,000,000,000. In 1919 they were worth 
more than $13,500,000,000. 

Consequently, when it is estimated that the 
farmer buys about 40 per cent of all merchandise 
sold in this country, it is rather startling to 
Trealize that his purchasing power has been cut 
to less than half. Farm products have dropped 
in some cases below pre-war prices, but very 
few of the things the farmer buys have been 
Tteduced proportionately. 


Moreover, it has been charged that the banks 
called in their outstanding loans at the most 
crucial period for the farmer, and thus deprived 
him of the means of conducting his business. 
He was forced to sell his products when there 
Was no market and, therefore, suffered irrepa- 
Table losses. 


What the banks did, or failed to do, in the 
matter of agricultural loans is still a subject 
of open controversy. Two facts, however, re- 
main. The farmer’s purchasing power has been 
reduced more than half, and he has lost heavily 
in the crop markets. 

It is not surprising, therefore, that he should 
insist, in one of the resolutions passed at the 
agricultural conference, that “there can be no 
restoration of national prosperity until both 
wages and capital, which enter into the produc- 
tion of commodities which the farmer buys, bear 
their mutual and just share in the general proc- 
ess of readjustment.” 


This statement seems to be a very fair and 
moderate proposition. But under analysis it 
dissolves into the same old principle that has 
perplexed us for many years. 

If wages are reduced, workmen will neces- 
sarily buy less flour and potatoes and beans. 
The farmer’s market will be limited rather than 
extended. If the earnings of capital are reduced, 
the wages of labor are automatically cut, and 
the production of things the farmer needs is, 
in turn, diminished. In what respect, then, is 
the farmer benefited? 

On the whole, it would seem that the most 
feasible solution of the farmer’s problem, at 
present, would be for him to extend and thor- 
oughly organize his co-operative buying and sell- 
ing activities. 

In this the hardware merchant may reasonably 
take an active and constructive part. It is within 
his power to assist in local organization work. 
And, by virtue of his specialized knowledge and 
experience, he could logically act as purchasing 
agent for the co-operative farmers in his district. 

This opportunity exists to-day for many hard- 
ware merchants, and it is fair to assume that 
those who make use of it will benefit themselves, 
their customers and their country. 
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HERE is a great deal in pride. A man 

who lacks the proper quantity of pride will 

never be able to forge to the front and 
hold his head high with others. It is as neces- 
sary to have pride in your firm as in your own 
achievements. The man who carries around with 
him the conviction that his firm is penny wise 
and pound foolish cannot retain that pride, and 
his efforts cannot bear full fruit. 

* * * 

A period of business depression is like the old- 
fashioned doughnut. There is plenty of good in 
it for the man who knows where to get it.. Stop 
looking at the hole and consider the doughnut. 

=. om * 


Successful men observe, think and act. The 
crowd waits for something to turn up—the few 
either see their opportunities or create them. 

* * * 

Some merchants seem to be affected with 
counter disease. They like to lean up against a 
counter and let the rest of the world go by. 

* * * 


When a man gets a boil on the back of his neck 
it gives him a lot of pain, but when he gets a 
swelling on his brain it gives his friends a lot 
of pain. After all, the bump of good nature is 
the only swelling that never hurts anybody. 

* * * 

Ever take a mental side trip? Some customer 
is talking to you and mentions Chicago. Imme- 
diately your mind hits for the Joop district and 
lights on a memory of some former Windy City 
visit. For the next five minutes your visitor is 
talking to you in your home town while you are 
taking a mental prowl through Chicago. Keep 
on the main track. Stay put. A good listener 
has a good talker backed off the boards. 

* * * 

When a hardware merchant gets so busy with 
detail that he can’t leave his business to attend 
his trade convention then God help his business! 

* * * 

Most of us carry too much mental tax on every 

jealousy and discord excess baggage. 
* * * 

Mining men say that more wealth is put into 
the ground than is taken out of it. A world of 
people who have emptied family stockings to buy 
beautifully embossed mining stock certificates 
agree to this statement. 

* * * 

If the salesmen in your store are loafing on the 
job, it is a safe bet that the boss is taking life 
just a little bit too easy. 

4 * * a 


/ 
/ If you want to find out who is responsible for 


4-/--your success or failure look at the man you shave 


| every morning. 


\- 





The Friendly Road 


A man is known by the way he speaks to his 
stenographer. The constant iron hand ruler and 
the continual nagger probably gets less work 
done than the man who acts human as well as 


humane. 
* * * 


There are two dominating elements in the life 
of every man—laziness and selfishness. These 
must be overcome by both merchants and cus- 
tomers before the business millenium can be 
reached. 

x * * 

The man who-ceases to study when he leaves 
school will never get far beyond the dollar-a-day 
limit. The employer who fails to encourage 
study among his employees is neglecting his most 
important avenue of profit. 


* * * 


The salesman who cannot keep his selling argu- 
ment warm without using the blanket of guar- 
antee has missed his calling. 


* * * 


Human nature is pretty much the same the 
world over. Man is naturally suspicious and 
woman supernaturally so. 

* * * 


Tradition has built a high board fence around 
many constructive things that might have been. 
* * * 


It is one of the curious but abiding traits of 
human nature that new ways and new things are 
usually regarded as dangerous. Some men face 
every new year with a sense of foreboding. 

* * * 


Where the main highway enters a certain New 
England town there is a signboard carrying the 
following good advice: “If you want to see our 
town, drive slow; if you want to see our jail, step 


on the gas.” 
* * oe 


Building castles in the air is not such a foolish 
stunt, after all. That’s where they belong. The 
thing to do is to get busy and build foundations 
under them. 

* * * 

Old man experience is the greatest teacher in 
the world, but his expense account is too high to 
admit using his services on every individual em- 
ployee. Don’t pigeonhole the book of informa- 
tion you gained in the school of hard knocks and 
buy a fresh copy every time you put a new man 
on your payroll. ; 

* * * 

Overhead expense and Niagara Falls are two 

prominent examples of perpetual motion, and the 


betting just now favors overhead. It’s up to the — 


retail jockey to ginger up the old business nag 
or lose out on the profit sweepstakes. 
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Trade Depends on Farmer Say Westerners 


Importance of Agriculturists Stressed at Optimistic 
Convention of Western Retail Implement 
and Hardware Association 





and Hardware convention held its 

“Third of a Century” convention 
in Kansas City, Mo., Jan. 17, 18, 19. 
It was without doubt the banner con- 
yention in the history of the asso- 
ciation, because it was held at a time 
when many serious questions were per- 
plexing the retail seller of implements 
and hardware. Kansas City is a great 
agricultural belt, and agricultural 
products are at low price ebb. Natur- 
ally much of the discussion centered 
around the farmer. 

The sessions were full of inter- 
est, due to the untiring efforts of 
Secretary H. J. Hodge. Membership 
isn’t everything in this association. At- 
tendance at convention meetings means 
even more and the members of the 
Western Implement and Hardware As- 
sociation do turn out in force at their 
meetings. It was one of the best at- 
tended conventions the writer has ever 
visited. President Wengert is a Kan- 
sas City merchant, with the backing 
of every association member, and he 
handled the sessions from an efficiency 
standpoint. The meetings were held 
in the Century Theater, while head- 
quarters were maintained at the Coates 
House. The exhibit feature was not 
confined to any one place. There was 
@ good exhibit at the Coates House, 
while eighty manufacturers displayed 
their lines at Convention Hall. Mean- 
while the Richards & Conover Hard- 
ware Co., and the Townley Metal & 
Hardware Co., of Kansas City, kept 
open house and staged wonderful ex- 
hibits in their respective headquarters. 

If there was any feature more no- 
ticeable than others at the convention 
it was the feeling of optimism which 
Prevailed, despite the agricultural han- 
dicap. Those Western dealers believe 


Ts Western Retail Implement 


By Liew S. SouLe 


in their country and the ability of its 
business men, and they have gone back 
to their stores determined to work 
harder, to be more efficient and to win 
success in 1922. 

President Wengert called the con- 

















President A. 4. Doerr 


vention to order Tuesday, Jan. 17 at 9 
a. m., and the session started off with 
the usual singing under the direction 
of Professor Jones. The invocation 
followed, and then came several touch- 
ing tributes to the memory of Past 
President George Collins who died dur- 
ing the past year. Then came a short 
“Third of a Century” program, in 
which past presidents were introduced. 

The meeting was well under way 
when President Wengert delivered his 


address, which covered a resume of the 
past year’s work in the various associa- 
tion departments. He referred to the 
low: prices of farm products and the 
high freight rates now in existence, 
citing the need of renewed faith and 
confidence on the part of the retailer. 
He declared that the dawn of a better 
day is approaching, and advised a mix- 
ture of faith and caution. He further 
advised dealers to buy in small quan- 
tities; to keep up the range of their 
stocks, and to pay particular attention 
to turnover. 

Secretary Hodge followed with a re- 
port of activities in his department. 
He likewise reviewed the condition of 
the farmers and of the merchants who 
depend upon farm trade. The fate of 
dealer and manufacturer, he said, rests 
on the farmer. His aftitude is one to 
be seriously considered. He deplored 
the fact that price reductions made in 
1921 had not all come at one time 
rather than piece meal, asserting his 
belief that such a step would have re- 
sulted in a greater volume of business, 
and a better effect on the farmer. He 
referred briefly to the National Farm 
Conference, then went into detail in 
defense of the retail’ merchants who 
have been falsely accused of not aiding 
in the country’s readjustment. He 
came out strongly for greater con- 
formity to trade ethics, and for a dis- 
continuance of "verbal agreements be- 
tween retailers and salesmen not writ- 
ten into the contracts. He advised co- 
operation with the farm bureau to cre- 
ate a better understanding with the 
farm trade. . 

Other topics touched on were freight 
rate reductions, wrapping and insur- 
ance charges on parcel post shipments, 
delayed invoices, binder twine trade 
conditions, canvassing, and group meet- 
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ings. The balance of the report dealt 
with the services of the association, 
such as the information department, 
legal department and freight audit bu- 
reau. He paid high tribute to the 
trade press which he referred to as 
allies in association and trade work, 
and closed with the admonition to for- 
get the past and look to the future. 
The session closed with an address 
by William Black, president of the Na- 

















M. A. Wengert, retiring president 


tional Association Farm Equipment 
Manufacturers on the outlook for 1922 
in the implement field. 


Question Box Feature of Wednesday 
Session 


The Question Box came strongly to 
the front in the Wednesday session, 
under the leadership of O. Gossard, 
Tom Witten and C. O. Hitchcock, each 
of whom served for thirty minutes. 
This was an interesting session and 
one that held the delegates’ attention. 
Such questions were brought up as: “Is 
the recent reduction in implements suf- 
ficient to stimulate implement buying? 
The consensus of opinion was that fur- 
ther reductions must be made or the 
price of farm products advanced. 

Another question was: “What spe- 
cialties can a hardware dealer take on 
that -will yield a- good profit without 
much increase in overhead? One dealer 
told of stocking paint,a line which he 
declared belongs to the hardware trade. 
He told of a $270 stock which he 
turned five times in a year. Other lines 
suggested were cream separators, in- 
cubators, automobile accessories, fur- 
naces, pianos, phonographs, toys, elec- 
tric lighting plants and sporting goods. 
One dealer reported sales of two car- 
loads of pianos each year. A lady in 


the audience suggested electrical ap- 
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pliances that will lighten the labor of 
women. 

‘~Dean Umberger of the State Agri- 
cultural School was present and talked 
briefly on the Farm Bureau. He de- 
clared that the farm bureau is opposed 
to collective buying; that it is educa- 
tional only and that the problem of the 
farmer is one of selling, not buying. 


Pep Talk by College Professor 


A feature of the Wednesday session 
was an address by Dr. C. W. Wassam, 
College of Commerce, University of 
Iowa. Dr. Wassam is not the accepted 
type of professor. Instead he is a 
human dynamo with a real message of 
courage, optimism and faith, liberally 
sprinkled with pep and humor. Some 
of his points were: “When you can’t 
love your business, get out of it.” “As 
long as you talk about prices going 
down, people will not buy.” “It is a 
million times more important to sell 
yourself to your community than it is 
to sell your merchandise.” It was a 
snappy address that took well with all 
present. 


A Message from a Kansas City Banker 


The Thursday morning session 
started out with the Question Box, the 
first question being: “Do present day 
conditions call for more aggressive 
selling, including canvassing?” The 
answer was yes. There is money in the 
country, and it is up to the merchant 
to go after the man who has that 
money. There was some discussion on 
insurance questions, and then Presi- 
dent J. W. Perry of the Commerce 
Trust Co. was introduced. Mr. Perry 
did not mince matters. He told truths 
as he knew them. He gave figures on 
export conditions, and showed that the 
domestic market is the large control- 
ling interest in business. He declared 
that nobody at home or abroad has 
taken any advantage of the farmer, 
and that everyone must share the 
pains of readjustment. 

He further declared that banks will 
no longer lend large sums of money 
on immense herds of cattle, but that 
they will finance farmers to handle 
small herds on the farms. He said that 
while the farmer is not responsible for 
fictitious land values, that those values 
were holding back his readjustment. 
He called attention to the fact that 90 
per cent of the cost of manufactured 
articles is labor, and for that reason 
manufactured articles cannot be im- 
mediately reduced to the same basis as 
farm products. He declared the coun- 
try has gone too far in automobiles; 
that more cars have been sold than 
people can afford to maintain. He fur- 
ther mentioned that farmers must learn 
to produce more at less cost, and that 
the Government must get out of the 
railroad business. before rates can be 
lowered. He ended with the prophecy 
that business will be much more satis- 
factory in 1922 than it was last year. 


Advertising Round Table 


On Tuesday and Wednesday after- 
noons there was held at the Coates 
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House a round table session devoted to 
advertising problems. This feature of 
the program was in charge of €, L, © 
Haynes of the Haynes Hardware Co, 
Emporia, Kan., who has been not 
ably successful in handling the adver. 
tising of his firm. During the first of 
these sessions Mr. Haynes gave an in. 
tensely interesting and _ instructive 
talk on advertising methods, using a 
chart to illustrate his points. - The 
meeting was attended by a large num- 
ber of interested dealers. 

Mr. Haynes was followed by Lucile 
MacNaughton, advertising manager of 
the Bunting Hardware Co. of Kansas 
City. 

Miss MacNaughton said, in part, 
“We produce our best results through 
the co-operation of our store manager, 
our purchasing agent and our adver. 
tising manager with the manager of 
each department in the store. Our 
regular Monday morning meetings m 
which each manager is required to give 
a report of his sales on the days of 
certain ads for his department, we find 
are productive of good results. Each 
manager knows his stock better, he is 
keener on producing sales so as to 
show a good result, he is more anxious 
to turn his stock, he is in better posi- 
tion to know just how much stock he 
has on hand, how much he sold and 
how much was left after each sale. 

The next speaker was Charles B, 
Shaeffer, manager of the Bunting Hard- 
ware Co., who said in part: 

“We have entered the year 1922, 
Most of us have looked forward to this 
year with hopes and thankfulness that 
the troubles in 1921 have passed and 
that business is to be much better than 
it has been. This is the year that we 
should cry ‘Death to the pessimist,’ 
What we want now is far sighted op- 
timists. Optimists, who will look to 











Secretary H. J. Hodge 


the future; who will plan for the future 
and operate on an economical! b 

The period that we have gone through 
has been nothing new. Although, most 
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s men say that never has any- 


—- the past happened similar to 
the present conditions in the world be- 


| fore. 


“From the reports of big business 
men of to-day and from statistics, 1922 
should be a prosperous year. It will not 
be prosperous for those who wait for 
business to come to their doors, but 
will be for the organization which is 
optimistic; which has pep and is will- 
ing to work. The organization which 
will plan ahead and plan to give ser- 


He was followed by Sol Gilberg, who 
is with the Culver hardware stores, of 
Topeka. He emphasized the fact that 
the hardware store should make a 
special appeal: to the women. 

The Wednesday round table was more 
in the form of a general discussion 
with Mr. Haynes in charge. Dealer 
after dealer related his experience in 
advertising, and the problems brought 
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up were carefully considered. No mer- 
chant who attended the advertising 
round table failed to carry home with 
him some well grounded plans and 
methods for future use. The round 
table will be a still bigger feature at 
next year’s convention and should prove 
helpful to everyone. 


A. A, Doerr Elected President 


The closing session dealt largely with 
routine business. The resolutions com- 
mittee report carried the following 
recommendations: To ask manufactur- 
ers to give their lowest quotations for 
1922 now, and eliminate the element of 
doubt as to price stability; to petition 
Congress to grant further freight rate 
reductions; indorsement of the Stevens 
resale bill; revival of the War Finance 
Corporation with power to aid the agri- 
cultural sections of the country; in- 
dorsement of the Farm Bureau and the 
Federal Reserve Bank. 
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The following officers were then 
unanimously elected to serve for the 
coming year: A. A. Doerr, Larned, 
Kan., president; A. W. Kavenaugh, 
Alva, Okla., vice-president. 

Directors for full term: E. C. Hood, 
Pittsburg, Kan., and C. O. Hitchcock, 
Hutchinson, Kan. 

Director for unexpired term of F. S. 
Briggs resigned, J. Parrish, Hamilton, 
Mo. 

Director for unexpired term of A. 
W. Kavenaugh, Deroy Danielson, St. 
Francis, Kan. 

At the close of the session it was an- 
nounced that Secretary Hodge and A. 
A. Doerr had been appointed to repre- 
sent the affiliated implement associa- 
tions at the Farm Conference in Wash- 
ington. 

There is no more to be said. The best 
convention in the history of the West- 
ern Retail Hardware and Implement 
Association has gone into History. 





Coming 





Hardware Conventions 





NortTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Minot, Feb. 8, 9, 10, 1922. 
Oharles N. Barnes, secretary, Grand 
Forks. 

lowA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Des 
Moines, Feb. 21, 22, 28, 24, 1922. Ex- 
hibition at the Coliseum. A. R. Sale, 
secretary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
ExuHiBiri0on, City Auditorium, Okla- 
homa City, Feb. 7, 8, 9, 10, 1922. W. B. 
—" secretary-treasurer, Oklahoma 

y. ; 

WIscoNsIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 


* phia, Feb. 14, 15, 16, 17, 1922. Sharon 


E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 1112 Market 
Street, San Francisco. 

ILLINOIs RETAIL HARDWARE ASSOCIA- 
MON CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 

, Secretary, Elgin. 
MINNEsoTA RETAIL HARDWARE ASSO- 


_ GIATION CONVENTION, St. Paul, Feb. 14, 





15, 16, 17, 1922. H. O. Roberts, secre- 
tary, 1030 Metropolitan Life Building, 
Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hart- 
ford, Feb. 16, 17, 1922. Henry S. 
Hitchcock, secretary, Woodbury. 


Missour! RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St. 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Roanoke, Feb. 15, 
16, 17, 1922. Thomas B. Howell, secre- 
tary, Richmond. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mitchell, Feb. 21, 22, 23, 24, 1922. 
H. O. Roberts, secretary, 1030 Metro- 
politan Life Building, Minneapolis, 
Minn. 

SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 18, 19, 20, 21, 1922. Headquar- 


ters, St. Charles Hotel. John Donnan, 
secretary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary - treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, 
Jackson, May 24, 25, 26, 1922. Head- 
quarters, Heidelberg Hotel. E. R. 
Gross, secretary, Agricultural College. 

NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, Ill., June 
19, 20, 21, 22, 28, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 


Cleveland Club Installs Officers 


The new officers of the Cleveland 
Hardware Club, Cleveland, Ohio, were 
installed at a meeting held at the Win- 
ton Hotel, Jan. 31. It was decided to 
invite the Ohio Hardware Association 
to hold its annual meeting in Cleveland 
in 1923. 
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Pacific Northwest Hardware. and Implement Association 
Debates Current Questions at Spokane Convention 


—S. Cavanaugh Elected President 


N atmosphere of confidence, good 
will and enthusiasm characterized 
the seventeenth annual conven- 
tion of the Pacific Northwest Hard- 
ware and Implement Association, held 
at the Davenport Hotel, Spokane, 
Wash., January 17 to 20 inclusive. 
There was less committee work and 

















Retiring President H, G. Jaeger 


more question box discussions than 
usual while the addresses were both in- 
teresting and instructive. S. Cavan- 
augh of Auburn, Wash., was elected 
president for the ensuing year, and A. 
Z. Wells of Wenatchee, Wash., was 
chosen to head the Washington Hard- 
ware and Implement Underwriters, 
which declared a 50 per cent dividend. 
E. E. Lucas, Spokane, continues as sec- 
retary of both organizations. The con- 
vention concluded with a banquet Fri- 
day evening, Jan. 20, which was ten- 
dered by local jobbers. 

After a reception to members and 
visitors by President H. G. Jaeger of 
Plummer, Idaho, assisted by the ex- 
presidents, the convention was formally 
declared open. 

George A. Phillips, president of the 
Spokane Chamber of Commerce ex- 
tended a cordial welcome to the asso- 
ciation and President Jaeger responded 
with a brief address. 

The following committees were then 
appointed: 

Auditing—J. N. Nankervis, A. T. 
Holmes and C. E. Robertson. 


Resolutions—H. L. Thomason, J. P. 
Matthews, J. F. Enders, W. L. Mich- 
aelsen, L. M. Collins and C. C. Whit- 
more. 

Legislative for Washington—F, A. 
Ernst, W. A. Bell, John T. Little and 
A. C. Ware. 

Legislative for Idaho—J. N. Nan- 
kervis, R. S. Erb and O. E., Hailey. 

Membership—C. E. Robertson, N. S. 
Raymer, C. W. McKeever, R. S. But- 
terfield and C. M. Fender. 

Trade Relations “West Side”—A. L. 
Calow, S. Cavanaugh and F. A. Ernst. 

Trade Relations “East Side”’—0O. E. 
McCutchan, Ralph Buckley and George 
Arland. 

Dale Strong of the New West 
Trade, Spokane, spoke on “The Rise 
and Fall of Prices,” and said that the 
hardest part of the readjustment per- 
iod had passed. 

He was followed by Captain J. W. 
Gorby, director of research, Cyclone 
Fence Co., Waukegan, Ill., who spoke 
on “How the Retailer May Boost His 
Business by Advertising.” He urged 
more intensive advertising and the 
importance of putting news values into 
advertising. 

In lieu of his address, scheduled as 
the opening feature, President Jaeger 
said he favored elimination of the 
“president’s address,” in order that 
more time might be given to the ques- 
tion box and general discussion of trade 
problems. 

Following the transaction of routine 
business the question box was declared 
open with A. L. Callow officiating. 

The first question drawn from the 
box was, “How can we dealers help 
improve the present conditions of 
farmers?” Mr. Hoene and others sug- 
gested that the large machinery busi- 
ness is putting too heavy a credit load 
on the dealer and is forcing him to do 
too much banking business. They sug- 
gested that they should encourage di- 
versified farming, help form dairy as- 
sociations and join and assist in proper 
farm bureau activities. 

“Should we continue to do a long 
time credit business?” Mr. Butterfield 
distinguished between long time and 
“loose” credits. There is no objection 
to long credits if they are worthy and 
are secure. Several dealers reported 
fair success with thirty to ninety day 
plans, and also in collecting interest, 
and discounts for cash. Some of 
those from the wheat sections where 
the banks had tied up crop, land, 
equipment and even the next crop, said 
they would extend no credit unless the 


bank concerned would guarantee pay- 
ment. One dealer urged a law permit. 
ting the filing of a preferred crop lien 
for supplies furnished essential to 
growing and harvesting the crop. 

O. E. McCutchan reported for the 
nominating committee as follows: For 
directors to serve three years, John 
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Campbell, Seattle; T. J. Coleman, Spirit 
Lake, Idaho; F. W. Thedinga, Monroe, 
Wash.; H. G. Jaeger, Plummer, Idaho; 
E. R. Davies, Prosser, Wash.; and 0. A. 
Welch, Coulee City, Wash. Also D. P. 
Hayes of Waitsburg, Wash. to serve 
the unexpired term of John Smith of 
Walla Walla, deceased. On motion by 
Mr. Callow report accepted and secre 
tary cast the ballot. 

Hold-over directors are John Hoene, 
Cottonwood, Idaho; O. E. McCutchan, 
Deer Park, Wash.; S. Cavanaugh, Au- 
burn, Wash.; Z. V. Leslie, Mansfield, 
Wash.; Z. Y. Coleman, Toppenish, 
Wash.; W. L. Michaelsen, Odessa, 
Wash.; Wm. A. Doelle, Cashmere, 
Wash.; E. T. Vickerman, Newport, 
Wash.; R. S. Butterfield, Moscow, Idaho 
and Geo. Arland, Garfield, Wash. 


Selling and Turnover 


Capt. J. W. Gorby spoke on “The 
Importance of Selling and Turnover in 
Solving the Problem of Merchandising 
in a Declining Market,” 

At the conclusion of his address, 


upon suggestion of Secretary Lucas, | 
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Capt. Gorby was voted an honorary 
life member of the association. 

Capt. Gorby then took charge of the 
question box. The questions were as 


“Do you take an inventory?” 
Regarding the advisability of an an- 
gual inventory the vote was unani- 


mous. 
A. Z. Wells.a& Wenatchee then took 
charge of question box. 
“What ki advertising are most 
table ?” 


R. S. Erb of Lewiston urged the for- 
mation of a board to pass-on desirable 
forms of advertising in towns of suf- 
ficient size. Mr. Coleman favored 
newspapers, though believing all 
legitimate forms of value and corre- 
lating. Window displays and monthly 
bargain days “were approved; also 
keeping newspaper ads live and newsy. 

“How can we cover loss on goods de- 
dining in price when little are being 
bought ? 

General opinion favored taking loss 
and buying other lines on which a profit 
may be made. Help increase the con- 
sumers’ buying power by encouraging 
diversified farming. Use better adver- 
tising and better selling; many can buy 
but won’t, were some of the sugges- 
tions. Mr. Wells said, “We are too 
much inclined to ism—we can 
sell most of our goods without loss.” 
Mr. Hoene urged members to make 
more use of the exchange list. Per- 
sonal canvassing and store papers 
were also recommended. : 

“How can we put business back on 
a pre-war basis without cutting sal- 
aries and wages?” 

Increase turnover; harder work; in- 
sistence on more work and more effi- 
ciency on part of employees were 
among the remedies. It was agreed, 
however, where pay had been material- 
ly increased, either directly or by bo- 
nuses, some reduction must be made 
sooner or later. Some reduced help 
rather than salaries. Some reduced 
Salaries and said the employees ex- 
pected and were satisfied with the cuts. 
It was agreed, however, the final test 
is, as always, to pay each man what 
he is worth, under existing conditions. 

The session of Thursday morning, 
Jan. 19, was opened with an interest- 
ing address by B. E. Jordan, district 
manager of the Burroughs Adding Ma- 
chine Co., Spokane, on “A Daily News- 
paper of Your Business.” 

The first part of Thursday afternoon 
was devoted to the insurance session 
—annual meeting of policy holders of 
the Washington Hardware and Imple- 
Ment Underwriters—Acting President 
A. L. Callow of Elma presided. 

Acting President Callow, by way of 
a annual address, reviewed the prog- 
tess of the insurance organization, the 
change to the inter-insurers plan a 
few years ago, and the steady rise of 
teturn dividends from 25-per cent to 
60 per cent last year. Fire losses gen- 
erally have been heavier during 1921, 
the association’s losses too have been 
heavier, nevertheless the board was 
Pleased to be able to announce a divi- 
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dend on 1922 expirations of 50 per 
cent, 
Trustees Re-elected 


Mr. Jameson reported for the nomi- 
nating committee the name of Norman 
Raymer of Reardon to fill the unex- 
pired term of his father and renomi- 
nated the three retiring directors, C. 
L.. Butterfield, Moscow, Idaho; H. A. 
Steinke, Spokane; and J. G. Nehrbas, 
Seattle. The report was accepted. 

Hold-over directors are A. Z. Wells, 
Wenatchee; A. L. Callow, Elma, Wash.; 


A, Z. Wells 





A. L. Jameson, McMinnville, Ore.; W. 
P. Lucas, Portland, Ore.; R. S. Erb, 
Lewiston, Idaho. 

President Jaeger resumed the chair 
for the Pacific Northwest Association 
and proceeded to introduce Dr. Henry 
Suzzallo, Seattle, president of the Uni- 
versity of Washington, who spoke on 
“Modern Training for Business.” 

This was followed by an interesting 
address by Prof. H. W. Cordell Pull- 
man, Washington State College, upon 
the subject of taxation. 

On Friday morning, Jan. 20, short 
talks were made by Mr. Murdock of 
Portland, representing the Hardware 
World, and by Roy Gill, representing 
Holley-Mason Hardware Co., Spokane. 
Mr. Gill reviewed the fight of the in- 
termediate rate association for equit- 
able rates as compared with coast 
cities and (aside from that case) 
predicted a decline in freight rates on 
heavy stuffs from the East to the 
coast and intermediate points to about 
$1.25 per cwt. 

The feature of the Friday afternoon 
session was the address by Dr. W. J. 
Hindley on “American Business Trans- 
figured,” in which he pleaded for higher 
ideals in the business world. 


Resolutions Adopted 
Chairman McCutchan offered resolu- 
tions: (1) urging a liberal reduction in 
freight rates, both local and carload on 
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farm machinery and that the secretary 
mail this resolution to each Congress- 
man for Washington and Idaho; (2) 
thanking the Davenport Hotel for hos- 
pitality; (3) thanking Capt. J. W. 
Gorby, Dr. Henry Suzzallo, Prof. H. 
W. Cordell, Dr. W. J. Hindley and Dale 
Strong for their splendid addresses; 
and (4) adopting as the sentiment of 
the association the tribute to the mem- 
ory of deceased members prepared by 
Dr. Hindley and instructing the secre- 
tary to send a copy to each of the 
families. 
New Officers Elected 


Secretary Lucas announced that at a 
trustees’ meeting that S. Cavanaugh, 
Auburn, Wash., had been elected presi- 
dent; Z. Y. Coleman, Toppenish, Wash., 
first vice-president, and F. W. Thed- 
inga, Monroe, Wash., second vice-presi- 
dent. Spokane was selected for the 
1923 convention. 

At a directors’ meeting of the in- 
surance organization, A. Z. Wells, 
Wenatchee, Wash., was elected presi- 
dent, and A. L. Gallow, Elma, Wash., 
vice-president. 

The new officers expressed their ap- 
preciation of the honors. E. E. Lucas 
continued as secretary-treasurer and at- 
torney-in-fact. 


More Questions 


Mr. Callow took charge of the final 
shaking up of the question box, the last 
important question being, “Should we 
deliver implements by truck?” 

Mr. Butterfield said there was no 
profit in delivery and believed in a thor- 
ough demonstration on the store floor 
and then it’s up to the purchaser to de- 
liver. Others had various policies as to 
setting up, service and charges. Mr. 
Holmes said it depends a good deal on 
who delivers; the right man will sell 
something on the trip. His delivery 
cost has varied from two to eight per 
cent, according to conditions and he 
contemplates cutting it out; there is 
not the same need by the farmer for 
delivery now that there was during the 
busy war period. 

“Can a hardware store be conducted 
on a cash basis?” Experiences and 
ideas varied on this question. 


Enjoyable Banquet Held 


The Marie Antoinette ball room at 
Davenport’s was well filled by 6:30 Fri- 
day evening when Spokane jobbers and 
manufacturers tended the visiting 
merchants a fine repast. Visiting la- 
dies were entertained in the Isabella 
dining room. 

Roy R. Gill acted as toastmaster. 
Brill’s Orchestra furnished music and 
Davenport entertainers sang and 
danced. E. J. Blount, Holley Mason 
Hardware Co., also sang, and E. Von 
Klein gave demonstrations of sleight of 
hand. 

Ex-President Robertson and Secre- 
tary Lucas responded briefly, the ad- 
dress of the evening being made by Dr. 
W. J. Hindley. Various entertainment 
specialties were featured and proved 
successful. 
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HARDWARE AGE 


Indiana Retailers Condemn Profiteering 


Stimulation of Business, Group Meetings, Accounting and 


February 9, 1922 


Co-operative Ordering Among. Subjects Discussed at 


Convention of Hoosier State Association 


ITH its exceptionally practical 
programs, excellent exhibits and 
a pronounced spirit of good fel- 
lowship, the twenty-third annual con- 


vention and exposition of the Indiana 


made by H. C. Teller of HARDWARE 
AGE. 

“Now, every man thinks he can run 
a store,” said Mr. Mulholland. “It looks 
easy, but it takes something besides 

















Left to right: Field Secretary Helgeson, Retiring President D. ‘Wray DePrez, 
BE. Barrott and T. E. Weir 


Retail Hardware Association was a 
conspicuous success. Indianapolis was 
host to the Hoosier hardwaremen Jan. 
24-27, and those days were crowded 
with benefits that doubly repaid every- 
one for attending the convention. 

President D. Wray DePrez con- 
ducted the several sessions with “pep” 
and pleasantness, keeping the program 
on time and proving an ideal presiding 
officer in every respect. “The results 
of this convention,” he said, “will be 
reflected in better business and in our 
being better business men.” 

President DePrez announced the ill- 
ness of Secretary Gilbert F. Sheeley. 
Mr. Sheeley had been in a critical con- 
dition from pneumonia, but is now re- 
covering. A telegram of regret from 
Mr. Sheeley, who had attended every 
convention for eighteen years, was read 
and the best wishes of the association 
were wired to him. His place at the con- 
vention was efficiently filled by C. W. 
Helgeson, field secretary. 

“The Path of Greatest Profit” was 
the theme chosen by Frank L. Mulhol- 
land, Toledo, Ohio, a former national 
president of the Rotary clubs. Mr. Mul- 
holland handled his subject with a skill 
and enthusiasm which held the un- 
divided interest of everyone. He said 
in part: 

“I read three copies of HARDWARE 
AGE on the train coming over here to 
find out what I should talk about and 
after seeing those three issues and the 
scope it covers, I can heartily agree 
that it is important to the merchant to 
read his trade papers thorougly,” he 
said, referring to previous’ remarks 


money to make a store go. The pro- 
prietor must be a real man. He must 
be a good man, but there are two kinds 
of good men, those that are ‘good-for- 
nothing’ and those that are ‘good-for- 

















President B, C. Shanklin 


something.’ If a man has a survival 
value, he must be good-for-something. 
There are two kinds of folks in-every 
town, the lifter and the leaner. But 
only the lifter earns his right to a 
place in the scheme of things.” 


The Wednesday morning question box 
on the subject, “Sales Promotion,” 
was handled under sub - divisions: 
“Interior Display,” “Show Windows” 
and “Advertising.” Messrs. Toole, 
Kixmiller. and Hornaday were in 
charge of the question box and each 
advanced constructive ideas and sped 
the discussions along in a manner that 
made them very helpful. One point in 
store display that all agreed on was 
that small goods should be kept out in 
the open where they will be handled 
by the customer who will sell himself. 
Cleanliness was also emphasized as 
very important. E. O. Bartel said show 
case displays should be changed often 
and that the same kind of goods should 
not be kept in one case all the time. 

Mr. Pedersen of the American Arti- 
san and Hardware Record said higher- 
priced goods should be kept under glass 
as they would lose their quality appeal 
if left about on tables. 

Messrs. Thom, Weir and Johnson ad- 
vanced excellent ideas. Mr. Kixmiller 
said that windows should be changed 
often and that ideal suggestions for 
window displays could be found in the 
trade papers. Price tags, it was agreed, 
should be on all goods in windows. Mr. 
Hornaday advanced a number of im- 
portant thoughts on advertising. He 
stated that he preferred newspaper ad- 
vertising; thought that the copy should 
be carefully planned and urged the 
hardware men to tell a simple story 
convincingly and to push one thing at 
a time. He advocated the using of 
prices in all advertisements. 


Group Meetings Advocated 


Hobart R. Beatty, president of the 
Illinois Retail Hardware Association, 
was heartily welcomed. He advocated 
group meetings as the most important 
new activity of the association. He 
said he had never met three hardware 
men without getting some good out of 

















Left to right: H. R. Beatty, president Illinois association; President-Blect B. 0. 
Shanklin; John F. Ress, Tell City; T. H. Weir, Legonier; J. C. Shanklin, Frankfort, 
and BH. Barrott, Laurenceberg 









the contact and he accordingly urged 
doser co-operation and more frequent 
meetings between merchants. 

W. W. Robb, New Harmony, first 
geretary of the Indiana Association 
and one of the two prime movers in se- 
curing an association in‘ the Hoosier 
State, was presented and cordially wel- 
comed. He left the hardware business 
about nineteen years ago and engaged 
in manufacturing in Arkansas. Now he 
js again a retailer and one of his first 
acts on re-entering the field was to 
renew his association connections. 

Greetings from Herbert P. Sheets, 
national secretary-treasurer, were 
wired from Texas and an invitation 
for the 1923 convention, to be held in 
Michigan City, was read. Field Sec- 
retary Helgeson read the secretary’s 
report and it showed a year of achieve- 
ment, intensive work and co-operation 
between the office and the membership. 
_Group meetings were held in twenty-one 
places, with 215 towns represented and 
an average attendance of over thirty 
at each meeting. The report advocated 
that every merchant take an inventory 
of his trade possibilities and thus find 
out how he can increase his business.” 


Address of President DePrez 


President. DePrez’s annual address 
was pointed and unusually brief. “We 
have more than held our own in this 
trying year of 1921, and not a single 
hardware dealer in Indiana has closed 
his doors as a failure. We want 1922 
to be a prosperous year. There is no 
reason why it should not be. It will 
take more aggressive salesmanship, a 
more careful scrutiny of credits and 
greater co-operation, and that co-opera- 
tion must come from your Indiana as- 
sociation.” The president enumerated 
the services the association offers and 
showed the strides forward made in 
1921, during which time a field secre- 
tary was engaged and the group meet- 
ing idea launched. 

“The Indiana retail hardware man is 
not and never has been a profiteer,”’ 
President DePrez said. ‘You have fol- 
lowed the safe and sane advice of your 
association to follow every price de- 
¢line, disregarding original cost. In- 
diana dealers have followed and are 
following the market downward. It 
makes no difference how hard the At- 
torney-General and his assistants try 
to weld sentiment to the false belief 
that all retailers are profiteers, the In- 
diana retail hardware dealers can re- 
pudiate this erroneous and unjust 
charge and invite investigation. 


HARDWARE AGE 


“We are in business because we give 
service and our business increases in 
proportion to the service we render. 
The hardware retailer is an absolute 
necessity in the proper distribution of 
goods.. It is our duty to be aggressive, 
active, energetic, full-of-pep merchants 
in 1922. We must be careful and con- 
servative; but remember this, gentle- 
men, unless you have the goods on the 
shelves. when the customer calls for 
them, you not only fail to render a real 
service, but you lose the sale and the 
profit. In closing, I prophesy better 
business in 1922.” 


Accounting Discussed 


Wednesday afternoon’s session 
opened with the question box on “Ac- 
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terms made and lived up to and there 
should be a general tightening up in 
credit matters. 

Irwin E. Douglas of the national of- 
fice handled the second sub-division, 
“Why Business Records?” He-stressed 
the importance of adequate records in 
times of falling prices, and said that 
details must be watched more closely. 

“Shaping Retail Policies” was the 
subject of William Bethke, secretary 
and educational director of the LaSalle 
Extension University. He discussed 
economic questions and said the re- 
tailer could not long succeed if he op- 
posed natural laws and tendencies. Mr. 
Bethke dwelt on an analysis of the ma- 
jor business cycles which this country 
has experienced and said that inasmuch 
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Representatives of the Van Camp Iron 4 Hardware Co. 


counting.” Field Secretary Helgeson 
showed thorough mastery of the sub- 
ject and drove home the importance of 
definite credit terms and that a dealer 
should be a business man and not a 

















Retiring President D. Wray 
DePrez 


banker. Under Mr. Helgeson’s leader- 
ship the question was sub-divided, as 
Harry T. Thuremer of Aurora handled 
“Monthly Statements and Credit 
Terms.” It was agreed that monthly 
statements should be rendered, defini_e 

















Left to right: D. Wray DePrez, H. K. Thomas, L. W. Slayter, O. E. Lang, Charles 
Frame, C. W. Helgeson and C. E. Hall 





as history repeats itself, we could look 
for the same experiences as the coun- 
try has previously gone through. 

“There are hopeful signs,” Mr. 
Bethke said. “Stocks are low and when 
buying demand comes it will be felt 
very quickly. Our banking situation is 
much stronger than ever before. Se- 
curity values are rising, railroads are 
starting to buy and several changes 
which always characterize the begin- 
ning of the return to prosperity have 
set in.” Some of the things Mr. Bethke 
said would have to be righted before 
we have real prosperity were as fol- 
lows: 

(1) There*must be greater equaliza- 
tion in price re-adjustments, notably 
transportation and coal costs must come 
down. (2) Wages must be more fairly 
adjusted so the farmer’s pay is not 
conspicuously smaller than the arti- 


san’s. (3) The taxation burden must 
be lessened. (4) Overhead must be re- 
duced. (5) Excessive rents must be de- 
flated. 


There was a notably larger atten- 
dance at Thursday’s sessions, although 
all the meetings had drawn good-sized 
audiences. Rivers Peterson, editor of 
the National Hardware Bulletin, spoke 
on “Cutting Costs.” He said the so- 
lution of the present problem was in 
increased turover, and then pointed out 
the causes of a slow turnover: (1) 
Failure to study community conditions 
and sell lines that are undersold in the 
community; (2) overbuying for sake of 
quantity prices; (3) duplication of lines 
and (4) incomplete inventorying and 
thus not knowing what goods are mov- 
ing and failure to have the inventory 
followed by cleaning up of dead stocks. 

Delegates to the national convention 






ble 





Pi ° Me 
SE A pa 2 






















































“Ss . ‘ 


* 


Bei 


ee 


ms " s Los 
“Ast Sates 19s ee ete ee 
—— =~ ty enter ont 


eS eee 


NE tO Se FOR ETE Aad LS. 
















































































pene Sit A care RD ea es Saale 



























Left to right: George C. Graber, Lily Hardware Co.; L. R. Hartley, L. 8. Starett 
Co.; “Gus” Ruhling and Frank Loughlin, Vaughan & Bushnell 


at Louisville reviewed that meeting. 
The delegates summarized the impor- 
tant points of the national congress in a 
very comprehensive manner, and they 
urged everyone to make all possible ef- 
fort. to ‘attend the 1922 national meet- 
ing in Chicago in June. 


Stimulating Business 


The*question box subject for Thurs- 
da ternoon was.“Stimulating Busi- 
negs.";---Charles' -C. Bryan, Tipton, 
handled the sub-heading, “By Develop- 
ing Community Interests.” He brought 

t:the value of a boy's and girl’s club, 
a city’ park *gnd real co-operation be- 
tween the-merchants and the farmer. A 
free fair, a poultry show and a day 
nursery were some of the community 
developments mentioned by others as 
being successful. 

“Co-operative Advertising,’ the 
second sub-head of “Stimulating Busi- 
ness,” by. President Beatty of the IIli- 
nois Association and a member of the 
national executive committee, was. rich 
in good ideas. He teld of the commun- 
ity Dollar Day held in Clinton, IIl., and 
said it was a great business getter. 
He also related how over sixty merch- 
ants had united and by using a full- 
page advertisement on “Pay Your Bills 
Promptly,” every thirty days, had in- 
creased collections. 


Co-operative Ordering Suggested 


President DePrez introduced Russell 
East, county agent of Shelby County. 
Mr. East told of his activities in bring- 
ing about a happier relationship be- 
tween the retailer and the farmer. He 
said the kind of co-operative buying 


Southern Hardware Co. Sold 


The entire stock, equipment and good 
will of the Southern Hardware & Sup- 
ply Co., Seventeenth and Olive streets, 
St. Louis, has been purchased by the 
Geller, Ward & Hasner Hardware Co., 
of that city. The purchase price was 
not disclosed: All of the goods will be 
moved to the house of the purchasers. 

The Southern Hardware & Supply 
Co., was organized by J. C. Reed in 
1907 as the Southern Railway Supply 
Co., with a capital of $5,000, which was 
increased in 1916 to $150,000, and in 
1919 to $500,000. Mr. Reed and a few 
of his associates expect to go into the 
railroad and industrial supply busi- 
ness. 

The Geller, Ward & Hasner Co., was 


that he advocated was the placing of co- 
operative orders through the local re- 
tailer who could deliver the goods from 
the freight car to the farmer’s wagon, 
and thus offer a better price. He de- 
cried anything which tore down the 
retailer, and said a community could 
not grow unless the stores in the com- 
munity had the support and patronage 
they deserved. He urged the hardware 
merchant to get acquainted with the 
farm agent in his country. “Cultivate 
him, tell him your ideals and ideas and 
help set him right, for the farm agent 
is in a position to do you a lot of dam- 
age unless he knows you and under- 
stands your situation.” : 


Election of Officers 


Chairman A. G. Broadie of the nomi- 
nation committee and past president, 
read the committee’s report. The new 
officers elected are as follows: 

President, B. G. Shanklin, Frankfort; 
first vice-president, George A. Jones, 
Peru; second vice-president, G. E. 
Daugherty, Princeton; treasurer, 
Charles E. Hall, Indianapolis; member 
executive committee, Harry E. MaGee, 
Winchester. The executive board re- 
tained the services of Secretary G. F. 
Sheely and Field Secretary C. W. Hel- 
geson and commended them for the 
faithful discharge of. their important 
responsibilities. Delegates to the na- 
tional congress were chosen as follows: 
Ernest Monroe, Evansville; Cecil M. 
Miles, Corydon; Harry Gage, Indiana- 
polis; Robert Kelly, Winnemac; H. H. 
Sharp, Milford; Roy W. Slayter, Argos, 
and V. J. Barker, Connersville. 

Louis F. Bartholomew, Michigan 





organized nineteen years ago, with a 
capitalization of $50,000. The present 
capital is $1,000,000. The officers and 
directors, who are the originals, fol- 
low: President, H. W. Geller; vice- 
presidents, D. F. Kingsland and Emil 
Homer; secretary, Ira W. Love; treas- 
urer, E. F. Partenheimer; and L. T. 
Ward, C. H. Hasner, H. J. Hopkins, A. 
J. Austin, and F. J. Reppenhagen. 


Smith & Wesson Resumes 


The Smith & Wesson, Springfield, 
Mass., plant, firearms, closed for sev- 
eral months, has resumed operations 
with approximately 300 on the payroll, 
or about one-third the normal force. A 
reduction of, 20 per cent in wages and 
salaries accompanied the re-opening. 
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City, presented the resolution commit. — 
tee’s report which advocated a Priee 
service bulletin published at head. 
quarters; the widespread use of the glo. 
gan, “Buy Your Hardware at a Hard. 
ware Store”; the extension of the 
meeting idea and a better garnishe 
law. The officers were heartily thanked 
and sincerely praised for their deyo. 
tion to the affairs of the association 
during the past year. 

President DePrez was the recipient 
of a handsome ivory and gold gavel, 
presented by A. G. Broadie, chairman 
of the advisory board. 


The Exposition 


At the exposition every available 
inch of space was taken. There were 
about 100 exhibits, stove displays pre 
dominating, while cutlery, tools, house. 
wares and builders’ hardware were 
well represented, as were sporting 
goods, paints and numerous specialty 
lines. The exhibits were of decided in- 
terest and were the magnet which drew 
many to the convention hall. Numer. 
‘ous new items were displayed and the 
manufacturers showed the spirit of real 

















Past President A. G. Broadie 


service in bringing to the retailer data 
and displays which give the merchant a 
better understanding of the line. 

The banquet Thursday night was the 
crowning event of the good fellowship 
which pervaded the convention. Jesse 
E. McCoy was chairman. About 350 
hardware men and their ladies attended. 
Dudley Malloch, Chicago, wit, humorist 
and poet, was the principal speaker. 


Quality Hardware Co. Opens 


The Quality Hardware Co., Canton, 
Ohio, recently organized with a capital 
stock of $50,000, will open a store at 
821 Tuscarawas Street, Canton, Ohio, 
about March 15, and will carry a gen- 
eral line of hardware, specializing. on 
builders’ and contractors’ hardware. 
The new company is composed of men 
who have been associated with the 
Canton Hardware Co. Hugh H. Com- 
stock, the president, has been manager 
of the builders’ supply department of 
the Canton Hardware Co.; James W. 
Pinkerton, vice-president, was manager 
of the retail sales of that company, 
and James. C. Whipple, secretary and 
treasurer, was secretary of the same 
company. 
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Business Men Urge American Valuation Plan 


Washington Conference Petitions Finance Com- 
mittee to Change Duty Basis—National 
Chamber Completes Tariff Referendum 


WASHINGTON, Feb. 6, 1922. 

Rive am resolutions advocating 

the American valuation plan as 
‘ a basis for the assessment of cus- 
toms duties on imported merchandise, 
adopted by a convention of a thousand 
representative manufacturers, held in 
this city, were laid before the Senate 
Finance Commi during the past 
week, Favorable action is now being 
urged by producers and distributors of 
American merchandise in all parts of 
the country and the impression is strong 
that the voice of domestic industry will 
be heeded by Congress. 

The convention was called by the Na- 
tional Association of Manufacturers. 
John E. Edgerton, president of the Na- 
tional Association of. Manufacturers, 
presided. Col. John P. Wood of Phila- 
delphia, president of the American 
Wool Manufacturers’ Association, was 
chairman of the resolutions committee. 


Protection versus Low Living 
Standards 


“The industrial interests of the coun- 
try are at the stage where they must 
decide whether they will seek proper 
tariff protection or bring down their 
operating costs and wages to the level 
Prevailing in other countries,” Mr, Ed- 
Berton declared. 

“The latter alternative means a low- 
ering of American standards and a 

of production in this country 
om an exact competitive basis with for- 
tign industries. The chief virtue of the 
American valuation plan is that it is 


By W. L. CROUNSE 


applicable to either a high or low- 
tariff law, to a tariff for revenue only 
or to a tariff for protection. It will also 
be influenced by the rates of foreign ex- 
change, and in this particular will bring 
into the Federal Treasury over $300,- 
000,000 in addition to the present re- 
ceipts.” 

After addresses by former Represen- 
tative W. E. Humphrey of Washington, 
one of the fathers of legislation in the 
interest of the American Merchant Ma- 
rine, and former Governor James N. 
Gillett of California, it was decided to 
formulate the views of the convention 
in a series of resolutions, to be laid 
before President Harding and the Con- 
gressional leaders. 


Text of Resolutions Adopted 


The text of the resolutions which are 
in the form of a memorial to the Presi- 
dent and Congress, follows: 

“Representatives of American indus- 
tries, in convention assembled in the 
city of Washington, under the auspices 
of the National Association of Manu- 
facturers, on Jan. 30, 1922, have this 
day adopted the following memorial to 
be presented to the President and the 
Congress of the United States: 


A Great Economic Crisis 


“Our country is to-day in the grip 
of the greatest economic crisis of our 
time. ‘Great numbers of men. and 
women. are unemployed. Farmers are 
beseeching Congress to alleviate the 
difficulties with which they are con- 





fronted. In all parts of the country 
producers are being obliged to discon- 
tinue or greatly curtail production. 
“The utmost determination to sur- 
mount the existing difficulties by 
energy, efficiency and thrift are un- 
availing in the face of a foreign econ- 
omic invasion such as our country has 
never before witnessed. Farm products 
and manufactured articles are being 
dumped upon our market from many 
countries whose depreciated currencies 
and depreciated economic standards 
have greatly lowered former low pro- 
duction costs. ‘ 


No Protection in Present Law 


“The present basis revenue act of 
1915 was avowedly designed as merely 
a revenue measure from which, so far 
as possible, the elements of protection 
to American producers was entirely 
eliminated. The depreciation of foreign 
currencies since that law was enacted 
has greatly reduced its effectiveness 
even for revenue purposes; and the 
vastly increased quantities of imports, 
made possible by its rates of duty and 
uncertain basis of valuation for duti- 
able purposes, are displaying corre- 
sponding decreases of domestic produc- 
tion, thereby intensifying the evils of 
unemployment and consequent restric- 
tion of mercantile business. 

“If the hardships of unemployment 
and its attendant evils are to be re- 
moved, it is essential that there shall 
be a prompt return to a policy of pro- 
tection for American labor on the farm, 
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in the mine, and in the factory, and to 
make such protection effective under the 
new and altogether unprecedented 
economic conditions now prevailing in 


competing countries, it is imperative - 


that the American valuation method of 
assessing ad valorem duties shall be in- 
corporated as a basic administrative 
principle of the tariff act, as by so do- 
ing there will be placed upon the statute 
books an operative, enforceable law as 
against the present inoperative and 
non-enforceable law. 


Protection Is Sole Issue 


“The opposition to the American 
valuation plan is economically an op- 
position to the substitution of protec- 
tive tariff rates in the place of the reve- 
nue rates of the act of 1913. All other 
reasons for opposing that method of 
assessing duties have been effectively 
refuted. The fundamental issue is now 
narrowed to the mere question of 
whether the tariff policy of the country 
shall be one for revenue only or one for 
such protection as will assure employ- 
ment for American labor. 

“This convention, representative of 
the great industrial activities of the 
country, joins with those innumerable 
organizations which have already 
spoken in approval of the American 
valuation plan of assessing the duties 
on imports, and in urging immediate 
revision of the tariff laws for the pur- 
pose of providing needed protection for 
the labor of manufacture, agriculture 
and mining. 

“We respectfully urge that the pro- 
vision in the pending Fordney Tariff 
Bill be retained that provides for 
American valuation by American ap- 
praisers in America. 

“Be it resolved that a committee of 
ten members of this convention, in addi- 
tion to the chairman of this convention, 
be appointed by the chair for the pur- 
pose of presenting the views of the 
convention to the proper committees of 
the United States Congress and to the 
appropriate executive officers of the 
‘Government.” 


Schwab for American Plan 


Great enthusiasm was caused by the 
reading of a letter in advocacy of the 
American valuation plan from Charles 
M. Schwab, the well-known iron mas- 
ter, who was unable to be present. Mr. 
Schwab struck a very responsive key- 
note and the reading of his message to 
the convention was received with 
hearty cheers. He said in part: 

“No tariff bill will build a foundation 
for prosperity unless it provides an 
American valuation basis to remedy the 
hole in our present laws which the fluc- 
tuations in foreign exchange have torn 
in it. To-day we are confronted with a 
basic weakness in our tariff policy 
which is affecting injuriously the whole 
industrial fabric of the nation. 

“Fluctuations in foreign exchange 


are playing havoc with wages, prices 
and orders. Because our present tariff 
laws were framed at a time when for- 
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eign moneys were normal, they are to- 
day actually inoperative as far as pro- 
testing labor and industry or yielding 
revenues are concerned. 


Blames Fluctuations in Exchange 


“Congress is struggling to enact a 
tariff bill which will enable us, as a 
people and a nation, to work for our- 
selves, our country and the world, but 
no tariff will build a foundation for 
prosperity which does not remedy the 
hole in our present laws which the fluc- 
tuations in foreign exchanges have torn 
in it. 

“We have American standards in 
everything but our tariff. To-day, in my 
opinion, the hour has come when we 
should put American standards in our 
tariff laws. The simple and effective 
way of doing this is by substituting 
American standards of value for the 
present archaic standards of foreign 
values.” - 

The nation-wide scope of the issue 
presented in the American valuation 
plan was reflected in a stirring speech 
by John Kirby, president of the South- 
ern Tariff Association of Houston, Tex. 
He told the convention that the South 
was swinging away from the free trade 
doctrine of the past and that 80 per 
cent of the bankers in Mississippi and 
North Carolina, as well as most of the 
other parts of the South, were now ask- 
ing not only for protective tariff, but 
for that to be administered on the basis 
of American valuation. Mr. Kirby de- 
clared that Europe was to-day in much 
the same position as the South was 
after the Civil War, and that the work- 
ers over there were prepared to work to 
“come back” financially by flooding the 
markets of America with the cheapest 
goods ever made. 


Tariff Commission Chairman Speaks 


Much interest was aroused by the an- 
nouncement that William Burgess, 
chairman of the United States Tariff 
Commission, would address the conven- 
tion. The commission has avoided mak- 
ing statements on this issue; hence, 
Mr. Burgess’s appearance attracted 
much attention. 

Ke prefaced his remarks with the 
statement that he did not speak as the 
head of the commission, but in his pri- 
vate capacity, as a life long student 
of the tariff. He had personally fa- 
vored an American basis of valuation 
on imported merchandise for some 
years. 

Continuing, he declared that he be- 
lieved the great majority of importers 
to be honest, but that some black sheep 
had made the present conditions pos- 
sible through deliberate undervaluation, 
which had made price cutting possible. 
He declared that he had made several 
trips through Europe and the Orient 
for the Government, investigating these 
matters, and had discovered a large 
amount of collusion between foreign 
firms and American importers and an 
almost unbelievable amount of under- 
valuation. 
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“But what made me realize that we 
must have something that we could put 
our fingers on in this country, as g 
basis for assessing duties, was the im. 
possibility of finding true foreign mar. 
ket value,” Mr. Burgess said. “This 
presented a problem that must be met 
in some new way.” Continuing, he said; 


A Striking Experience 


“One interesting feature in connee. 
tion with this matter was the experi- 
ence of a concern, whose name has been 
used here on several occasions, that was 
suffering and suffering bitterly. That 
was Marshall Field & Co. There wasa 
change in the law at that time per. 
mitting an importer to reduce as wel] 
as to advance values on entry. 

“The head of the firm discovered that 
his house was out of the group of fa- 
vored ones and was paying duty on # 
basis of 35 per cent higher than the 
New York group was paying, so that he 
asked Secretary McVeagh to have his 
values reduced. That was the starting 
point of that investigation. 

“When the investigation was made 
we found that Marshall Field & Co, 
were then paying 15 per cent below the 
foreign market value and yet 35 per 
cent above what these other fellows 
were paying; 15 and 35— you know 
about what it is without my going into 
any deep calculation. But the result 
of that investigation was particularly 
an increase in the value of all that class 
of goods 60 per cent.” 


A Plea for United Action 


A strong plea for united action was 
made by Col. Wood, chairman of the 
Resolutions Committee, who declared 
that the thing most needed was indi- 
vidual work on the matter, that every 
member of the association must go 
home and “get busy.”, He stated that 
it would be necessary to get local or- 
ganizations in the member cities to take 
action and urged that members make 
their employees realize its importance 
to them and get the workers’ associa- 
tions behind it. 

He also said that farmers’ organiza- 
tions should be made to see the impor- 
tance to them in the sale of their pro- 
ducts and the prosperity of markets, 
and that they too should help the mat- 
ter in every possible way. He declared 
that if these steps were taken and all 
the organizations concerned brought the 
weight of their influence to bear om 
Congress that there could be little doubt 
of the result. 

Reports received by the convention 
from members visiting the House and 
Senate were distinctly optimistic. The 
Finance Committee, it was said, sho 
special friendliness to the plan. Only 
two Republican members were re 
as opposed to the desired change in the 
plan. 


National Chamber’s Tariff Referendum 


The results of a referendum vote just 
taken on fundamental tariff questions 
involving principles outside of the 
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of partisan controversy put the Cham- 
ber on record for policies that would 
‘eause important departures from ear- 
fier American procedure and methods. 
qn view of domestic and international 
eonditions, such departures are essen- 
tial, in the opinion of the committee 
hose recommendations have now been 
gupported by the Chamber’s member- 


7. preliminary count of the ballot 
discloses that the vote did not commit 
the Chamber on the question of Amer- 
_ jean valuation, included as one of eight 
qropositions in the referendum, and 
hat a decision was lacking also on the 
question of postponing tariff legislation 
until conditions become more settled. 
The vote for continuation of the pres- 
ent basis of ad valorem duties was 979 
as against 833 for instituting American 
valuation; and the vote on postpone- 
ment of tariff legislation was 734 for 
postponement and 1110 against it. The 
Chamber can be committed only by a 
two-thirds majority of the votes cast. 


The Chamber’s Program 


The program to which the Chamber 
has now been committed by its mem- 
bership, and incorporation of which it 
will vigorously advocate in pending tar- 
iff legislation, includes flexible tariff 
rates to be administered by a tariff ad- 
justment board; reasonable protection 
for American industries in destructive 
competition; maintenance of the anti- 
dumping principle; encouragement of 
the export trade, and measures to meet 
foreign discriminations. 

Adjustable rates have already been 
proposed by President Harding, who, in 
his message to Congress on December 
6, last, suggested that the executive be 
authorized to change duties to meet 
changing conditions. It was suggested 
by the President that the powers of the 
present Tariff Commission might be ex- 
tended to make possible administration 
of such a law. 

The proposal of the Chamber that a 
new body be created to administer ad- 
justable rates is made with the idea 
that the Tariff Commission would make 
available to the new board pertinent 
facts gathered in its investigation, and 
that the adjustment board with quasi- 
judicial functions should be distinct 
9 a commission making investiga- 


How the Vote Stood 


The propositions for which the Cham- 
ber’s membership has declared, with the 
Votes on each follow: 

Legislation should permit, in the 
event of changes of economic factors, 
adjustment of tariff rates by adminis- 
trative authorities within limits pre- 
sctibed by Congress for the purpose of 
maintaining a consistent tariff policy. 
For, 1,588; against, 304. 

Creation of a tariff adjustment board 
to administer adjustable rates. For, 
1879; against, 481. 

nable protection for American 
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industries subject to destructive compe- 
tition from abroad and of benefit to any 
considerable section of the country. 
For. 1,840; against, 27. 

The principle of maintenance and en- 
couragement of our export trade should 
be observed in tariff legislation so far 
as consistent with protection of Amer- 
ican industries of benefit to any consid- 
erable section of the country and sub- 
ject to destructive competition from 
abroad. For, 1,793; against, 59. 

Tariff legislation should be framed 
and administered with a view to meet- 
ing discriminations, direct or indirect, 
by other countries, against American 
trade. For, 1,868; against, 26. 





English as She Is Written 


Hitchcock Hardwanxe Company 
Hitchcock, South Dakota 
January 2, 1922. 
“Hardware Age, 
New York, N. Y. 
Gentlemen : 


The dealer’s life would be a cheer- 
less one were it not gr receiving now 
and then a gem like the following. 
We do not know that it is your policy 
to publish things; if not drop it into 
the nearest wastebasket. The spellin 
and punctuation are correct; we wish 
we could send you the original for 
writing. 

. Very truly yours, 
Hitchcock Hardware Company.” 





Huron, 8, D., December 26, 1921. 
“Dear sir 

I will drop you a fue line to you 
a bout you justeblranch that you gar 
and teent to suts me, I pade $1.50 in 
you stores and say to me I shall pring 
it back if it int suts me and you gar- 
andeen it far a new one and so I 
sents it back to you, Plesce and I 
inno one a new one i one to have my 
mony back a $1.50 that I pade you, 
Sar send my mony back $1.50 pleac 
do it and I in one no ranch I go anaft 
ranch, and sir send me my mony back 
by mail as sun as you git by ranch dit 
it I wont notthing als my money $1.50 
back and I ebt the ranch have with 
my hand and feet the first day I git 
$4 — from town git my mony back 

oyu. 


my best regaards from” 











Anti-dumping legislation of May, 
1921, should be maintained in principle. 
For, 1,846; against, 37. 


Revenue of Minor Importance 


The committee made no suggestion 
with regard to revenues, explaining that 
this subject has come to be one of 
minor consideration. It said: 

“The revenue-yielding possibilities of 
the tariff have come to be of little im- 
portance in comparison with the direct 
effect of tariff legislation upon indus- 
trial prosperity. The customs revenue 
for the years 1918, 1919 and 1920 con- 
stituted ‘but 5 per cent approximately 
of the total revenue of the Government; 
hence, that source of revenue, which 
once played ‘an important part in the 
cost of carrying on the Federal Gov- 
ernment, has become an almost negli- 
gible factor, and tariff for revenue only 
would not now be advanced as a major 
party plea or as an economic consid- 
eration of vital importance to our peo- 
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ple in lessening the burden of direct 
taxation.” 

Setting forth the desirability of a 
provision for flexible rates, which was 
the first proposal for vote, the commit- 
tee called attention to the probability 
that there will be further changes in 
economic conditions over an indefinite 
period; recalled sharply fluctuating 
rates of exchange, a disturbing factor 
in international trade, and pointed out 
the instability of conditions abroad and 
other factors influencing the interna- 
tional exchange of commodities. 

Taking up the proposal for a tariff 
adjustment board, the committee said 
that it would not be feasible to have a 
congressional committee sitting contin- 
uously on individual items and sched- 
ules. 


Functions of Adjustment Board 


“Such a tariff adjustment board,” de- 
clares the committee, “should have no 
function except to decide, within the 
limits clearly set by Congress, what 
changes in duty, if any, should be made. 
It should act as a court, conducting 
hearings and taking evidence. The de- 
cision of the tariff adjustment board on 
rates of duty should become as effective 
and binding as duties fixed directly by 
Congress. The present United States 
Tariff Commission should make avail- 
able to the board the pertinent facts 
gathered in its investigations. In this 
proposal the committee has definitely 
in mind the necessity to limit more 
clearly the field of government commis- 
sions; the commission with quasi-judi- 
cial functions, making findings have the 
effect of law, should be distinct from 
the bureau of commission whose statis- 
ticians, research workers and field 
agents make investigations and report 
their conclusions with recommendations 
of policy that should be adopted. There 
is room for both a tariff adjustment 
board and thé present United States 
Tariff Commission. 

“The Committee recognizes further 
that in the operation of such a tariff 
adjustment board it would be necessary 
to offer to the business of the country 
certain guarantees against continual 
changes of tariff rates at unreasonably 
short intervals, which make for uncer- 
tainty in future transactions. This 
Congress can do by specifying that any 
rate established is not subject to change 
within a fixed period from the date when 
it becomes applicable.” 

On the subject of protection the com- 
mittee said: 

“There is no thought of urging a 
Chinese wall type of protection, nor a 
policy of attempting to foster any and 
every industry that may be started on 
American soil. American industries are 
fully prepared to face any reasonable 
competition, but there must be protec- 
tion against emergency prices and 
emergency conditions that may prove 
destructive, and such protection should 
tbe assured under a flexible application 
of the rate schedule.” 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Feb. 6. 

OME of the local jobbers state that 
“ orders for spring business are be- 
ginning to come in from out of 
town sections. Actual business at the 
present time, however, seems to be 
rather small in volume, although the 
majority of local wholesalers seem to 

be satisfied with present conditions. 

The majority of jobbers in this sec- 
tion anticipate an aggressive spring 
business, especially in such lines as 
builders’ hardware, screen cloth, poul- 
try wire and garden implements. None 
of these lines have begun to move as 
yet, as it is still a little too early in 
the season. The trend of inquiries, how- 
ever, seem to indicate that activity will 
begin fairly early this year. Staple 
lines are selling consistently. 

Price changes occupy a good deal of 
the attention of jobbers and dealers at 
the present time. A rather unexpect- 
ed price change was made last week 
on screws which were reduced two 
points. 

Among the more important price 
changes reported by local jobbers dur- 
ing the past week were: 

Fairbanks hand trucks reduced 10 
per éent. 

A substantial reduction was made on 
vacuum bottles. 

Wood screws were reduced two points. 

Jobbers report the following an- 
nouncements from manufacturers: 

Columbian Hardware Division, Cleve- 
land, Ohio, revised prices on solid box 
leg blacksmith vises. 

Grand Rapids Hardware Co., Grand 
Rapids, Mich., reported to have revised 
net price lists on its line of all steel 
sash pulleys. 

Erie Mop & Wringer Co., Erie, Pa., 
is reported to have issued new prices 
on mop sticks and mop handles. 

United States Chain & Forging Co., 
Pittsburgh, Pa., has issued discount 
sheet No. 8, effective Jan. 10, applying 
to its No. 3A price list of May 1, 1920, 
on harness chains and saddlery hard- 
ware. 

Redlich Mfg. Co., Chicago, IIL, is re- 
ported to have revised prices on its line 
of faucets. 

Cavanagh Bros. & Co., New York 
City, has revised prices on its line of 
saw frames. 
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Peter & Guckenberger, Cincinnati, 
Ohio, have revised price lists on their 
line of hemp twines and packings, ef- 
fective Jan. 23, 1922. 

Charles Nieder’s Sons Co., Inc., 
Malden, Mass., has revised net prices 
on its lines of brass goods. 

Thomas Graham & Co., Madison, Ind., 
manufacturers of vehicle wood stock, 
have reduced prices on bent rims and 
spokes. 

Hollow Cable Mfg. Co., Hornell, N. 
Y., revised prices on strapping and box 
wire. 

Wisconsin Textile By-Product Co., 
Sheboygan, Wis., has reduced prices on 
cotton waste. 

Oshkosh Mfg. Co., Oshkosh, Wis., has 
issued new jobbers’ price list No. 12, 
effective Feb. 1. 

Eldinghorst Bros. Co., Buffalo, N. Y., 
has reduced prices on its line of copper 
kettles. 

Continental Scales Co., Springfield, 
Ohio, has issued new prices on its lines 
of poultry supply and hatchery equip- 
ments, incubators, brooders, etc. 

Riverside Foundry Co., Wrightsville, 
Pa., has issued new prices on its line 
of silver pattern round fruit presses. 

Rochester Rotary Washer Co., 
Rochester, N. Y., has issued new prices 
on its line of tree pruners. 

Gilchrist Co., Newark, N. J., has is- 
sued new price lists for its catalog No. 
20, effective Jan. 3, on its line of ice 
cream dishes and spoons. 

Waterbury Clock Co., Waterbury, 

Conn., has issued: fiew prices on its 
nickel alarm clocks and kitchen assort- 
ments. 
“Randolph Clowes Co., Waterbury, 
Conn., have issued new prices on its 
nickel alarm clocks and spun brass 
kettles. 

George A. Hay Mfg. Co., Buffalo, 
N. Y., has issued new prices on its cop- 
per wash boilers, effective immediately. 

Fernald Mfg. Co., North East, Pa., 
has reduced prices on its lines of anti- 
rattlers, whip sockets, coil washers, 
steel mats and household specialties. 

J. C. Christen Mfg. Co., St. Louis, 
Mo., has issued new prices on its line 
of hand and blacksmiths’ bellows and 
molders. 

Acme Sheet Metal Co., Martins Ferry, 
Ohio, has issued new prices on its line 
of steel measures. 
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Penberthy Injector Co., Detroit, Mich, 
has issued new export discount sheet, 
effective Jan. 2. 


Mountain State Novelty Co, Ma | 


nington, W. Va., has issued new prices 
on its line of china nest eggs. 

J. M. Russell Mfg. Co., Naugatuck, 
Conn., has issued new prices on its line 
of sash chain. 

Estes Mills, Fall River, Mass., has is- 
sued new prices on its cotton clothes 
line. 

National Roofing Co., York, Pa., is- 
sued new prices on its lines of roofing 
material. 

Merwin Mfg. Co., Erie, Pa., has re- 
duced prices 50 cents per gross on its 
line of pressed steel mop sticks. 

Penn Hardware Co., Reading, Pa. 
reduced prices on its line of apple 
parers. 

Hamilton Rubber Mfg. Co., Trenton, 
N. J., has made a general decline on its 
line of mechanical rubber goods. 

Automobile Accessories.— Business at 
present is quiet, although jobbers an- 
ticipate an early start in spring busi- 
ness this year. 

Axes.—Pick-up business seems to be 
the only activity in this line. 

Awning Rope.—The prevailing quo- 
tations in the local market for awning 
rope is as follows: 


Jobbers’ quotations, f.o.b. New York: 
aves rope, 3/16 in., 37c. net per Ib; 
¥% in., 36e. per Ib. net; 6/16 in., 36c. per lb 


net. 

Bolts and Nuts.—Mild activity fea- 
tures this line. Jobbers’. stocks are in 
good condition, and retailers seem to 
be doing a fairly consistent business. 


Jobbers’ quotations, f.0.b. New Rho 
Common carriage bolts, % 6 
ow per cent; longer and thicker, 60 

per cen 
Machine bolts, % by 4 and smaller, 60, 10 
and 5 per Sent arger and thicker, 60, 10 


and 5 Sg Ti 
Semi fnished hexagon nuts, 9/16 and 

smaller, 80 per cent; larger and thicker, 1 
per ce 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron 
list 50 and 10 per cent; brass, 4/32- Wir 
75, 10 and 5 i -4 gent. ge a 


ogeie bolts, gf F yh bright finish, 60 per 
cen 
40 ber’ oe per cent; solid copper 
bolts, 80, 80, 10 to 80, 10, 10 per cent 
tag serewn, 65 and 10 per cent. 
Builders’ Hardware—Local authoti- 
ties in the builders’ hardware market 
predict that.the next ninety days 
bring about one of the most active Pe 
riods that this line has felt since before 
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the war. Most of the local jobbers hav® — 
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ted their requirements. Judg- 
» from the number of plans filed with 
Building Department the amount 
af construction that will be undertaken 
in and around Greater New York will 
exceed, it is said, that of any other 
single year for the past decade. 

Clam Hooks. — Little activity has 
started as yet in this line. Jobbers, 
however, expect a good business in clam 
_. this spring. 


am ook oF digge f.0.b. New Yor 
oem hook or digger, on geet, elt fat 


26-in. ib 
$10. * Der does ne solid 
26-1 = wenaie gold 


oo finish in 13.25 per doz, net. 

Cultivators.—Few orders have come 
through from out of town dealers to 
some of the local jobbers. 


Jobbers’ eg f.0.b. New York: 
‘Cultivator, 3 steel prongs, can be 
used as a hoe, wat er, etc., 4-ft. ash handle, 
$6.78 per doz. net. -Same, with wheel plow 
attachment, le hana die, 5 forged 
i prongs, 4%-ft. ash handle, $9.08 per 
net. Cultivator, with adjustable steel 
4 teeth, cold pressed, leable iron 
one. polished hardwood handle, 4 ft. long, 
$9.0 pall - net, ghar cultivator, 18-in. 
wheel, 14%-in. consists of mold- 
board, nto reversible bull tongue rake 
and wrench, $2 each net. Garden cultivator, 

24-in. wheel,. x 1%-in, rim, mold 
sweep, reversible shovel, 1% x 3% x 11-in. 

rake and wrench, $2.35 net. 


Galvanized Ware.—Further reduction 
in galvanized sheet became effective in 
the local market last week. This re- 
duction averages about 25 cents per 
100 Ib. Interest in pails and tubs is 
tather mild at the present time. 


Prices to retailers, f.0.b. New York 
aniseed sheets, No. 28 gage, $4. 75 to 


obbers’ qotations, f.o.b. New York: 
Galvanized pails, 8-qt., $2.20; 10-qt., 


ae 12-at., 2.60; 14-qt., $3.15; 16-qt., 
1 Galvanized “wash t ubs, No. 1, $7.85; No. 
2, $8.80; No. 3, $10.25; all per doz. 


Hose Clamps and Couplings.—Job- 
bers are looking forward to a good busi- 
ness in these articles during the com- 
ing season. The following are the pre- 
vailing quotations on these goods in 
New York: 


Jobbers’ quotations, ‘ am New York: 
Brass hose clamps, for 5-in. hose, 42c, 
doz. Steel hose clamr s, for %-in. hose, 
c. Ps. bongs Clinchin iF ose 4, cownlings. for for 
git. ho $2.65 per doz. 
couplings for %-in. Fy pets “per 
‘or 
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Hose Reels.—Few of the local retail- 
ers have any large stocks of summer 
goods, and it is expected that interest 
will begin to show itself within a few 


Jobbers’ quotations, f.0.b. New York: 
Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. perch pe 
steel drum, steel —, enameled green and 
. capacity —." ro -in. hose, $25.25 
oz. net. Same, with steel rods, elec- 
tically welded together, japanned, galvan- 
. Steel drum, diameter of wheel 214 
,! length of handle 28 in., capacity 100 ft. 
en hose, $30 per doz. net. Same, ali 
tubular frame, corrugated, galvanized 
drum, tubular steel wheels, enameled 
; height of reel 21 in., ca ty 100 ft. 
4 per doz. net. Same, with eight of ree. 
in., 100 ft. capacity, $48 per doz. net. 


Lanterns.—Business for lanterns is 
rather dull, although a fair amount of 
consistent buying is being done. 


pebders: quotations, f.o.b. New York: 

“lo tin lanterns, $8 per doz. Victor tin 
S, $8.25 per doz. Monarch tin lan- 
$8.25 per doz. Junior lanterns, 

fox “Puckeye dash lantern, with bull's 

Buckeye an +e w ull’ 

eye lens. $14 per doz. nm lan- 

, = $18.25 per doz. De-Lite "tin fanterns, 

; ber doz. Little Wizard tin lanterns, 
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$11.25 per doz. Eureka \ Srtving lanterns, 
plain lens, $17.50 atchman’s 
mill lanterns, enameled finish, $22 A ol doz. 
Imperial platform lanterns, $$ each 


Lawn Mowers.—Prevailing quotations 
on lawn mowers for spring delivery in 
the local market are as follows: 


Jobbers’ quotations, f.o.b. New York: 
Lawn mowers, 3 blades, adjustable bear- 
8-in, side wheel, finished in agreen, 

5 each net; 12-in,, $5 

each net; 14-in., $5.30 each net; 16-in., $5.60 

each net ; 18-in., $5.95 each net. Ball bear- 
ing lawn mower, 3 blades, adjustable bear- 
ings, 8-in. drive wheel, finished in gold, 
aluminum and blue, 12- in., $ 6.35 each net; 
14-in., $6.70 each net; 16-in., 7 05 each net; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6 in. diameter, fin- 
ished in er XT gold and green, red and 

jd striped, $9.25 each net. Same, 16 in., 

9.75 each net; ye 18 in., $10.25 each 
net; 20 in., $10. '85 e net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16 in., $10.53 per doz. net. Same for 
mowers 16 to 20 in., $13.13 per doz. net. 


Linseed Oil.—This market is quiet, 
but somewhat better than it was a few 
weeks ago, because of a recent advance 
in Argentine seed. Local business is 
rather slow, because of cheaper foreign 
competition which averages about 10 
cents per gal. under domestic — 


Prices to the dealer, f.o.b. New York: 

Linseed oil in lots of less than 5 bbl., 82c. 
per gal. In lots of 5 bbl. or more, 79¢. per 
gal. Car lots, 77c. per gal. 


Nails.— Routing business characterizes 
this market. Wire nails are being of- 
fered at $3.15 per keg, f.o.b. New York, 
and cut nails at $3.65 for lots of 10 
kegs or more, or for mixed lots. Acute 
competition has seriously affected the 
nail market in this locality. 

Jobbers’ quotations. f.o.b. New York: 

Wire nails, $3.25 base per keg; cut nails, 
$4 to $4.25 base per keg; coated nails, $3 


base per keg, and wire nails and brads, 
75 and 10 per cent. 


Naval Stores.—General conditions in 
the naval stores market in this vicinity 
are more or less steady, with slightly 
upward tendencies in evidence. 


Prices to dealers f.o.b. New York: 

Spirits of turpentine in bbl., yard basis, 
93c. to 95c. per gal. Rosin, on a basis of 
280 lb, to a bbl, B grade, $5.30; D to G 
grades, $5.35; ’ 40; 
$5.40; K grade, Aare L grade, $6.65; N 
grade, $ $7; W erate. ¢ 7.75. 

Pruning Shears.—Prices for spring 
deliveries as quoted by local jobbers are 
as follows: 


Jobbers’ quotations, f.0.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $2 per doz. net. 
California pattern, tool steel blade, Volute 
tempered spring, 6-in., nickel plated, $8.50 
per doz. net; 9-in., black finish, $5.50 per 
doz. net; 9-in., full polished, $8 8.50 per doz. 
net. Same pattern, with ratchet nut, tem- 
pered steel blade, full nickel plated, $14.75 
per doz. net. 


Roller Skates.—More interest is re- 
ported for these articles during the 
past week. Prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Extension roller skates, — foot plate 
and back, extends from 7% to 9% in., o- 
iron rolls, web heel and toe strap, 66c. 
pair net. Same, with steel toe clamp, 2c. 
per ir net. Extension roller skates, tops, 
trunks and clamps made of cold rolled steel, 
rubber cushions, extend from 7% to 10 in., 
a strap heel, — toe, plain steel rolls, 
$1.25 per pair net. 


Rope and Twine. — No material 
change has been effected in this market. 
Prices remain unchanged. 


Jobbers’ quotations, f.o.b. New York: 
Manila rope, No. 1 gfade, 18c. to 19%c. 
“4 ¢ Hardware grade, 15c. per Ib. Sisal, 
1 grade, 15c. per Ib.; sisal, No. 2 grade, 
18e. Ay Ib. Bolt rope, 20c. to 22c. per Ib. 
rene, 18c. to 15c. per Ib. Jute wrap- 
pine wh ne, 20%c. to 25%c. per lb. India 
emp twine, No. 6, 16c, to 18c. per Ib. 
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Screws.—A decline of two points be- 
came effective Feb. 1. This brings the 
price of screws down nearly to pre- 
war prices if the present extra discounts 
are counted in. Pre-war prices were 
about 87/2, 5, 10 and 5 per cent.. Busi- 
ness in screws in the local market at 
present is of a more or less routine 
character. 


Jobbers quotations f.o.b. New York 

Wood screws, flat head bright, 85 per 
cent; flat head, galvanized, 70 per cent; 
round head, 82/2 per cent; round head, 
nickeled, 72/2 per cent; round head, brass, 
772 per cent; flat head, brass, 80 per cent; 
round head, brass nickeled, 72'/2 per cent. 

Local jobbers are quoting an extra 15 to 
20 per cent on the average to the above 
discounts. 


Machine Screws.—Iron, flat and round, 
80-10 per cent; brass, flat and round, 75 
per cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 


Screen Cloth.—Jobbers seem to an- 
ticipate fairly large business in this 
line during the coming month. 


Jobbers’ quotations, f.o.b. New York 

= oe cloth, 12 mesh, $2.15 per r 100 
sq 
oak — cloth, 12 mesh, $2.65 per 100 


Vopal 13 mesh heavy, $4.40 per 100 sq. ft. 
Pearl, 12 mesh, $4.25 per 100 sq. ft.; 14 
mesh, $4.50; 13 mesh, extra heavy, $5.75. 


Spading Forks.—Spring business is 
expected to be substantial in this line, 
jobbers say. 


Jobbers’ quotations, f.0.b. New York: 

Spading forks, 11-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap for- 
rule, $19.20 per doz. net. Same, 4 tines, 4 
ft. handle, bronze finish strap ferrule, $12. 
per doz. net. 

Trowels.—Some of the most popular 
sizes are quoted herewith for dealers 
preparing their spring lists. 

Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, hea one-piece 
steel blade, 5% in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel blade, 
black enameled handle, riveted tang, 75c. 
per doz. net. Florists’ trowel, heavy solid 
steel, 6-in. blade, half lished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
Garden trowel, one-piece heavv cold-roll 
steel, 11% in. over all, blue finished, $2.15 
per doz. net. English pattern garden trowel, 
6-in. forged steel bla polished and enam- 
eled, length over all 13% in., $2.25 per doz. 
net. Garden trewel, in., solid socket, 
forged steel, full polished, grip handle, $6.75 
per doz. net. 


Vacuum Bottles—New prices were 
issued during the past week on vacuum 
bottles, which are being quoted as fol- 
lows: 


Jobbers’ quotations, f.o.b. New York: 

Universal Vacuum Bottle—Vacuum bot- 
tle No. 41, $7.50 each; No. 42, $10 each; 
No. 44, $i5 each; discount 30 per cent. 
pe bottle No. 21, $1.35 each; No. 22, 
$2.25 each; No. 70, ry , : 
$1. rH qach + Je “92, $2.5 0 each; No. 81, $3 
each; No. $4 each : No. 91, $2.50 each ; 
No. 92. 43°56 each; No. 101, $1.75 each; 
No. aes. $2.75 each; No. 591, $2.75 “gc 
No. $4.25 each.’ Fillers, No. 01, $1.26 
ny No 02. $1.75 each. Lunch ote Wo. 
310, $3.25 each: No. 3070, $2.75 each. Jug, 
No. 9822, $9 each. Discount 25-10 per cent. 


Window Glass.—Interest was active 
during the past week following the sub- 
stantial reduction, although actual buy- 
ing was more or less confined to small 
quantities. 

Prices to retailers f.o.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March oy 1913. 

Wire Goods.—Some jobbers are re- 
ceiving advance orders for poultry net- 
ting. Substantial business is expected 


in this line. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Feb. 4. 


IN beeen reco price changes. have 
been recorded during the past 
week. More revisions than have 
occurred in any one week in the past 
two months have been announced and 
the lines affected have been principal- 
ly staples. The downward changes, 
however, are in no case radical. 

Of course, the greatest interest will 
center around the decline of 10 cents 
per keg on base nail prices. It should 
be distinctly understood that the manu- 
facturers’ price has undergone no revi- 
sion, but because of conditions the job- 
ber has made this adjustment, which 
may be only temporary. Increases of 
about 5 per cent in the discount on 
nuts and bolts will also attract con- 
siderable attention. The decline of 17 
cents per pair in roller skates comes at 
an opportune moment, for most dealers 
are just about ready to place orders for 
delivery of these spring sellers. 

Rope prices seem to be strong, fol- 
lowing the recent advances, and a 
quickening of activity in the buying of 
cutlery is expected to have a beneficial 
effect on making prices of that firmer. 

The most important matter of gen- 
eral news interest in the Chicago mar- 
ket is the announcement, of what seems 
to be a permanent settlement of the 
building trades controversy which has 
existed in Chicago for many months. 
Judge Landis, just before his retire- 
ment as arbitrator, announced a read- 
justment of wages. No change was 
made in the major industries, but some 
slight adjustments were made in the 
seale for rubbers and polishers, marble 
setters and Terrazo mechanics assist- 
ants. The only question, if any, to be 
settled, is whether or not non-union 
workers now occupied on jobs will. be 
dismissed in favor of union workers. 
In other words, the open shop question 
remains undecided. President William 
A. Curran of the Building Trades Coun- 
cil says that the brick layers, carpen- 
ters and others who have opposed the 
Landis award have now decided to ac- 
cept it and will resume work, but he 
insists that non-union men brought in 
when the union workers struck be dis- 
missed. President Donnelly of the com- 
mittee to enforce the Landis award, 
states that this request will not be 
acceded to, but it seems to be the gen- 
eral feeling that the buildings trade 
controversy is very near a permanent 
settlement. 

With building at the height of ac- 
tivity it has now reached and the like- 
lihood that labor controversies are al- 
most in the past. Chicago is looking 
forward to the greatest building year 
in its history. 

The leading jobber states that hard- 
ware sales show a slight tendency to 
increase, and that despite uncertain 
weather conditions, there is. quite a 
satisfactory volume of shipments going 
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Automobile Accessories——The week 
passes without any change in prices. 
The more practical of accessories are 
moving in fairly good volume, but there 
is little demand for novelties. 

We quote from jobbers’ stocks, f.o.b. 
Chicago Reliable jacks, No. 46, $2.65 each, 
lots of 10, $2.25 each; No. 1 standard jacks, 
$2.75 each, $32 per doz.; Twin cylinder foot 
pumps, heavy duty, $1.35 each, $15 per doz. 
Simplex jacks, No. 36, $1.75 each, doz. lots 
each, $1.60. Stewart hand horns, $4. Weed 
chains, 30x3%, 25 per cent discount single 
pair lots, 38% per cent discount single lots; 
Rid-O-Skid chains, 25 to 33% per cent off. 


tubes, 30x3%, $1.50 each. Lyon bumpers, 
No. 105, $10.75; No. 101, $8.25. Bethlehe 
spark plugs, special Ford t , lots of 100, 
36c. each; mica type Bethlehem spark 
plugs, 80c. each, 78c. lots of 99, 74c. lots 
of 100 to 499; standard porcelain Betlile- 
hem plugs, 58c. each, 56c. lots of 99, 55c. 
lots of 100 to 499; Hercules Giant plugs, 
60c. all sizes; Hercules Junior plugs, 35c. 
all sizes; Splitdorf plugs, less than 100, 67c. 
each, 100 lots 63c. each; Splitdorf plugs 
special for Fords, 50c. each, 100 lots 48c. 
each; Champion X plugs, 50c. each, 100 
lots 48c. each; Champion 0 plugs, 58c. each, 
100 lots, 56¢e. each, 1000 lots 54c. each; 
Champion heavy duty plugs, Dodge type, 
58ce. each, lots of 100, 56c. each, lots of 
1000, 54c, each. 


Axes.—There is a steady demand for 
this item, but no large sales are noted. 

We quote from jobbers’ stocks, f.o.b. 
Chicago First quality single bitted un- 
handled axes, 3 to 4 Ib., $14.50 base; good 
quality black unhandled axes, same weight, 
$13.50 base; single bitted handled axes, 
$16.50 to $22 per doz. 

Alarm Clocks.—The season has con- 
tinued favorable for the movement of 
this merchandise, and February busi- 
ness is expected to be large as was the 
sales of January. Prices are without 
change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: American, $11.76 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots; 
case lots, $12.84; Bunkie, $21.48 doz, lots; 
case lots, $20.15; Lookout, $13.20 doz. lots; 
case lots, $12.84 doz.; Sleepmeter, $15.12 
doz. lots; case lots, $14.64 doz. 

Bicycles and Tires—With the ap- 
proach of spring, there is a little more 
interest in bicycles and tires, but no 
heavy buying has been recorded as yet. 

Builders’ Hardware.—No change of 
consequence is noted in the movement 
of builders’ hardware, which as has 
been reported, is an active item and 
has been for several months. Butt and 
hinge prices have been guaranteed 
against decline until May 1 and sales 
on this item are said to have_been 
stimulated by this action. No one in 
the builders’ hardware trade seems to 
look for any important price changes 
in the immediate future. Reports from 
Indiana dealers indicate that plans and 
specifications are ready for a large 
number of buildings and that if this 
factor can be relied upon that Indiana 
will see a great building boom through- 
out 1922. Chicago is looking forward 
to a very heavy building year. 

Cotten Gloves.—The jobber an- 
nounces a slight reduction of 5 to 20 
cents a pair on fall cases of 10 doz. 
per case. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Full cases of 10 doz., 6-oz. knit 
wrist gloves, $1.15 doz.; 8-oz. knit wrist 


gloves, $1.35 doz.; 10-oz. knit wrist gloves, 
$1.60 doz. 


February 9, 1922 


Copper Rivets and Burrs.—The cop. 
per market is strong and most many- 
facturers have advanced prices 10 per 
cent or more, but local prices remain 
unchanged. 

We quote from jobbers’ stocks, fo}, 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 

Chains.—Just a normal demand ig 
noted, at prices which are without 
change. 

We quote from jobbers’ stocks, f.ob, 
Chicago: %-in. proof coil chains, $8.00 per 
100 Ib.; weldless coil chain, 50-10 per cent 
off list; No. 00, 4% electric welded cow 
ties, $2.65 per doz. 

Cutlery.—Due without doubt to the 
expectation of the early passage of the 
impending Fordney Tariff bill, which 
will practically shut out importations 
of these goods, manufacturers note a 
tendency towards heavier orders in 
pocket and other cutlery. It is general- 
ly recognized that the cutlery business 
will not be stabilized until the Ameri- 
can valuation plan is effected. Stocks 
of first class cutlery are believed to be 
low and when the demand is felt, it is 
expected to be a large one. 

Cooking Utensils.——Enameled ware 
and aluminum cooking utensils are 
moving in very satisfactory volume at 
prices which have undergone no revi- 
sion. 

Eaves Trough and Conductor Pipe— 
There is a gradually increased demand 
for this material and market prices are 
extremely low. 4 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3 
corrugated conductor pipe, $4.50 per 1 
ft.: corrugated 3 in, conductor elbows, 
$1.55 doz. 


Files.—Sales are very good in files 
and prices are holding steady. 


We quote from jobbers’ stocks, f.0b. 
Chicago: American files, 70 per cent 
list; Nicholson. files, 50-10-10 per cent off 
list: Disston files, 50-10-10 per cent off 
list; Black Diamond files, 50-10 per cent 
off list. 


Flint Paper and Cloth.—Declines of 
about 5 per cent are reported on flint 
paper and cloth. 

We quote from jobbers’ stocks, f.0>. 
Chicago: First quality flint paper, No. 0, 
$4.25 per ream; first quality emery cloth, 
No. 0, $25.50 per ream. 

Galvanized Ware.—Immediate re 
quirements only are being covered by 
the dealer and there are no price 
changes. : 

Glass.—Slight reductions in prices 
are noted. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: Single strength A, and_ single 
strength B, up to 25-in. bracket, 86 pe 
cent off. Single strength A, single strength 
B, over 25-in. bracket, 85 per cent 
Double strength A, all brackets, 85 pe 
cent off. Double strength B all brackets 
87 per cent off. 


Hatchets.—Good business is being 
enjoyed at unchanged prices. 

We quote from jobbers’ stocks, tae 
Chicago: Size 2, extra quality »b 
hatchets, $16 per doz.; competitive 
$12 doz.; warranted shingling hatchets 
$12 doz.; competitive forged  shingling 
hatchets, $8 doz. 

Hammers.—Some indications of % 
little better buying are noted in ham 
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i Prices are without change and 
none are expected in the immediate fu- 
ture. 

“We quote from jobbers’ stocks, f.0.b. 

: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel 
hammers, $4 per doz, 

Hickory Handles.—The good volume 
af business, which has been noted in 
hickory handles is continuing without 
change in price. 

We quote from jobbers’ stocks, f.o.b. 

: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
white growth second hickory, $4.50 doz.; 
No. 1 hatchet and hammer handles, 80c. 
doz.; second growth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—The item is active for spring 
délivery, at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. 

o: %-in. molded reel hose, good 

ity, 13%c.; %-in. 3-ply good quality 
hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; %-in. 5-ply multiple hose, 


Lawn Mowers.—There seems no 
prospect for any lower prices this sea- 
son, but buying is light. 

Lanterns.—Prices have recently been 
reduced and there is a little increase in 
buying. 

We quote from jobbers’ stocks, f.o.b. 
Chieago: Monarch tin lanterns, hot biast, 
$8.25 per doz.; No. 2 Dietz cold blast 
lanterns, $13.00 per doz.; with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per doz.; Competition lanterns, No. 0 tubu- 
lar, $6.65 per doz. 

Iee Skates.—The season is beginning 
to wane in ice skates, but sales are still 


We quote from jobbers’ stocks, f.o.b. 
Chicago: North Star aluminum finish racer 
or hockey for men and women, $9 pair; 
North Star nickel finish racer or hockey 
for men or women, $10.25 pair; key clamp 
focker, steel runners, bright finish, 90c. 
pair; key clamp rocker, steel runners, 
nickel finish, $1.15 pair; clamp hockey, pol- 
ished cast steel runners, $1.20 pair; key 

hockey, carbon steel runners, $1.60 
pair; half key clamp rockers for women 
and girls, $1.10 pair; half key clamp 
hockey for women and girls, $1.51 pair. 

Nuts and Bolts.—Because of some 
slight shading in prices by competitors, 
one of the leading jobbers has slightly 
teduced nut and bolt prices. 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, Feb. 6. 


[J NMISTAKABLE evidences are at 
’ hand that the hardware business is 
om the mend. For instance, local shelf 
ware jobbers in a majority of cases 
Teport January bookings as running 
of those for the corresponding 
month last year. In December there 
was an increase over December, 1920, 
ngs, thus two months of increases 
been noted. In addition, the mill 
Supply houses are doing a better busi- 
Ness, better, in fact, than they have ex- 
ed in some time. Heavy hard- 
Ware dealers also report more business, 
here it is only fair to state the im- 
ent is slower than in other 

of the hardware trade. 
“onfusion caused by many price 
has passed. This week a few 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60-5 per cent 
off list; small carriage bolts, 65-5 per cent 
off list; large sized machine bolts, 65-5 per 
cent off list, small sized machine bolts, 70 
per cent off list; all stove bolts, 80 per cent 
ol list; all lag screws, 65-5 per cent off 

st. 

Nails.—There has been no change in 
price quoted by the mills. The jobbers 
have made a 10-cent reduction to meet 
conditions. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3.15 per keg 
base. 

Roller Skates.—A reduction of 17 
cents per pair in roller skates just as 
the spring demand is being felt, should 
further stimulate business. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.55 per pair; girls’ style, $1.65 per pair. 

Rope.—Spring orders are beginning 
to be felt in rope and increased volume 
of business is now in immediate pros- 
pect. Prices seem firm after the recent 
advances. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila rope, 
standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, 16c. to 16%c. per Ib. 
base; so-called hardware grade manila rope, 
12%c. 1b.; No. 1 sisal rope, highest quality 
Standard brands, 14%c. to 15%c. per Ib. 
base No. 2 sisal rope, standard brands, 13c. 
to 14c. per Ib. base. 

Steel Goods.—The approach of spring 
is increasing interest in steel goods, 
which is one of the most active of items 
of future delivery. 

Stove Pipe—No change since the re- 
cent 10 per cent price reduction. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75, 30 gage, $9.60, 
28 gage, $11.85, 26 gage, $14.30; 6-in. elbows, 


30 gage, $1.15; 28 gage, $1.30; 26 gage, $1.55 
per doz. 


Solder and Babbitt Metal.—A slight- 
ly easier tin market might justify con- 
cessions for quantity orders, but sell- 
ing prices are about as follows: 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 lb.; medium 45-55 solder, $21 per 100 
Ib.; tinners’ 40-60 solder, $20 per 100 Ib.; 


high speed babbitt metal, $18 per 100 Ib.; 
= No. 4 babbitt metal, $7 per 100 


Sledges, Mauls and Wedges.—No 


BOSTON 


new ones have come to light, but prac- 
tically the only one of importance is on 
wood screws, which in itself is small. 
Both the jobbing trade and the retail 
end have practically made up their 
minds that hardware values, especially 
on heavy lines, have been quite thor- 
oughly liquidated. We have arrived at 
a time when one can with reasonable 
safety let the future price situation 
take care of itself. When that feeling 
filters through to the buying public we 
can be assured of a good general hard- 
ware business throughout New Eng- 
land, for retail and consumers stocks 
of most everything have worked down 
to a minimum. Practically everybody 
has reached a point where they must 
buy when they think their trade, in 
turn, warrants purchases. In other 
words, the situation is much healthier 
than it was twelve months ago. 
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change in prices or in the volume of 
business is reported. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Striking and B.S. sledges, 5 to 16 
Ib., $8 per 100 lb.; wood chopping mauls, 
5 to 8 lb., $12 per 100 Ib.; common fluted 
wedges, 3 to 6 lb., $7 per 100 Ib. 


Sash Weights.—Considering the sea- 
son sales have been good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $36. 


Steel Sheets—Immediate require- 
ments are being covered, but no heavy 
business is noted. Prices are unmoved. 


We quote from jobbers’ stocks, f.0.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per 100 Ib.; 28 gage black sheets, $4.15 per 
100 Ib. 


Stove Boards.—The season is near- 
ing a close on this item. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square boards, 
26-in., $14.45 doz.; 28-in., $16.95 doz.; 30- 
in., $19 doz.; Crystal paper lined stove 
boards, square, 26-in., $8.15 doz.; 28-in., 
$9.10 doz.; 30-in., $10.80 doz. 


Sash Cord.—Prices are 
change. 
- We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Screws.—Steady business, but of 
small volume is noted. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 80-10-10 
per cent off list; round head blued, 77%- 
10-10 per cent off list; flat head brass, 75- 
10-10 per cent off list; round head brass, 
72%-10-10 per cent off list; japanned, 72%- 
10-10 per cent off list. 


Sporting Goods.—Spring sporting 
goods business is being felt and indica- 
tions all seem to be excellent for a par- 
ticularly active season. 

Wire Goods.—There has been a small 
price decline made in these products to 
conform with the new price on nails. 
This change is a change in jobbers’ quo- 
tations. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.90 
per 100 Ib.; galvanized barb wire, $3.90 per 
100 Ib.; 12 mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting 56 per 
cent off; galvanized after weaving, 51 per 
cent off; catch weight spool galvanized 
eattle wire, $3.80. per 100 Ib.; 80 rod spool 
galvanized hog re, $3.31 per spool; No. 8 
galvanized plain wire, $3.40 per 100 Ib. 


without 


As has been previously intimated, the 
retail trade in general has been and is 
doing a lot of thinking about re- 
arrangement of store plans. Already 
jobbing houses are beginning to get 
orders from retail houses for cases, 
shelving, and the like. Some of these 
orders amount to several hundreds of 
dollars. Jobbing houses themselves 
have caught the fever to make their 
places of business more attractive, and 
notice is given by at least some of them 
that improvements are in order. 

Abrasive Wheels.—An improvement, 
although a small one, is noted in the 
movement of abrasive wheels out of 
local stocks. The encouraging fact re- 
mains that it is an improvement, some- 
thing that has not been reported be- 
fore in some time. The demand runs 
more to the smaller rather than the 
large wheels, indicative that heavy pro- 
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duction work in shops is still backward. 
Prices on abrasive wheels are reported 
as firm, with little indication that they 
are likely to change for some time. 

Bolts and Nuts.—In this branch of the 
hardware trade we find here and there 
wholesale firms that are doing quite a 
bit more on bolts and nuts than they 
have for several months. Some firms 
cannot conscientiously say that business 
is better, yet the number of such ap- 
pears to be gradually growing more 
limited. The bulk of the buying comes 
from machine shops, that, in return, 
report more activity. Local stocks are 
in better condition than they were a 
month ago. At one time recently there 
was practically only one house here 
that had what might be termed a com- 
plete line. Since then, the wholesale 
trade in general has gradually taken 
en additional stock. As a result, there 
is less shopping among the wholesale 
houses themselves in an effort to fill 
orders. 


We quote from Boston jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount, larger and longer, 60 per 
cent discount; with C T D nuts. 50 and 10 
per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent discount for 
hexagon heads; common -carriage bolts, 50 
and 10 per cent discount; stove bolts, 75 
and 10 per cent discount; bolt ends, 60 
per cent discount; tire bolts, 60 per cent 


discount. 

Nuts, H! P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c. off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount, larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 

er cent discount; machine screws, nuts, 
ron, list; machine screws, nuts, brass, 25 
per cent discount. 

Brushes.—Manufacturers of bench 
brushes and the like have come out 
with new lists, which in a majority of 
eases disclose a substantial reduction 
in prices—perhaps 25 per cent on the 
average. Local jobbing quotations have 
been adjusted proportionately. 

Cutlery. —Retail stocks of cutlery un- 
doubtedly are unusually small, if what 
the jobbing salesmen on the road tell us 
is correct. Quite a few of the retail 
firms, regardless of how they may feel 
about prices, evidently have come to the 
conclusion that they must - replenish 
stocks if they are to retain trade, Orders 
beginning to filter into the wholesale 
market here indicate this attitude. 
Such orders, however, as a rule do not 
cover a very wide range of goods, but 
are usually confined to a few articles. 
Of cutlery as a whole, the demand for 
pocket knives on the face looks better 
than for other things. Local jobbers 
have succeeded in getting attractive $4 
pocket knives, practically the same 
thing that sold for $5.50 only a short 
time ago. They also have secured so- 
called dollar knives that can be sold for 
75 cents, these proving popular with 
the retail trade. Safety razors, in vol- 
ume of sales, are running probably sec- 
ond, although the market is not as 
active as anticipated by jobbers. Stain- 
less steel cutlery, especially as applied 
to kitchen cutlery, has all the earmarks 
of being more popular than ever, judg- 
ing from inquiries made by retail firms. 


Drills and Reamers.—The market on 








drills and reamers is decidedly unset- 
tled. Manufacturers and wholesale and 
retail hardware dealers admit there is 
no use trying to sidetrack the fact. The 
public demand for drills is better than 
heretofore, but because of the origin 
of many offerings on the market and 
the great variety of prices quoted, buy- 
ers naturally are doing considerable 
shopping. Rather than let business 
slip by, nine out of every ten sellers 
are willing to meet competitors’ prices. 
Manufacturers, so far as can be learned 
are not openly underselling list prices, 
and for that reason they are not get- 
ting as much business as they naturally 
would under normal conditions. Each 
day, however, brings us twenty-four 
hours nearer the time when the drill 
and reamer situation will be more 
stable and more profitable for the 
manufacturer. 

We quote from Boston jobbers’ stocks: 

Drilis.—Carbon, sizes up to 1%-in., ta- 
pered and straight shank, 60 per cent dis- 
count; bit stock drills, 50-10 per cent dis- 
count; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33/64 and larger, plus 15-10 per cent; 
all other kinds of drills, 50 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T. S. standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; shell fluted rose and socket ream- 
ers, 20 per cent discount. 


Electrical Goods.—It is agreeably 
surprising to note that at least certain 
Boston jobbing interests are making a 
drive on. electrical goods and are meet- 
ing with remarkable success. In at 
least one instance, incoming business is 
sufficient and the outlook for future so 
bright, it has been necessary to re- 
organize the electrical goods stock de- 
partment with a view to the better han- 
dling of orders. Other wholesale hard- 
ware firms have plans for pushing 
business in this particular department, 
but because of the many year-end in- 
ternal house adjustments have not 
started the push. It begins to look as 
though the sale of electrical goods in 
New England, at least, this year will 
exceed all previous records. Manufac- 
turers and jobbers have revised prices 
to a basis more attractive than they 
have been before in several years, and 
the stage apparently is all set. 


We quote from Boston jobbers’ stocks: 

irons.—Hotpoint, 30 per cent discount. 
Damanco, in lots of five or more, $3.35 each; 
in lots of less than five, $3.50 each; Shel- 
don, $3.25 net, each; Universal nickel 
plated, No. 901, $7.50 each; No. 902, $6.75; 
os 905, $6.75; No. 708, $8.75; No. 9021, 
$6.50; No. 9023, $6.25; No. 9051, $8. Dis- 
count, 30 per cent; 12 Pieces or more, 30-5 


per cent; 4 pieces’ or more, 30-7% per cent. 


Heaters.—Hotpoint, 30 per cent discount; 
Universal, No. 9952, sunburst type, $11.50 
list; discount, 30 per cent. 

Percolators.—Coffee, Universal, No. 9166, 
nickel, $22.50; copper, $24; silver, $26.50 
each; No. 9169, nickel, $36; copper, $26.50; 
silver, $29; No. 159, $2.5 0 each, net. Dis- 

> agree or more, 30-5; 
24 pieces or more, 30-7% per cent. 

Toasters.—Universal, nickel, No. 946, 
$7.50 each; No. 946, $6.75 unt same 
as on other goods. Reverso, $5.75, net, 
each; Star, $3.76 net, each, 


Grilis.—Universal, nickel, No. 934, $139 
No, 982, $11.50. Discounts same ag 
on oer goods, 


Heat Pads.—Universal, nickel, No, 94, 
~“ 76 each. Discounts same as on othe 


 ourtin lrons.—Universal, 
9901, $6.25 each; No. es $6.75 
same as on other goods. 


Ranges.—_Two burners, with quill ang 
p bir ag No. 9688, $31.50. Discount 30 per 

Files.—Among jobbing interests, a¢- 
tivity in files appears to be centered in 
so-called odd lots and sizes. An effort 
is being made to reduce such stocks ag 
much as possible, but according to all 
reports it is a slow process. Prices 
named on such offerings naturally are 
in the buyer’s favor, but on standard 
sizes and makes the market shows no 
change. Rasps, according to certain 
jobbers, are selling relatively better 
than files. Business has been bad for 
some time in this section of the coun- 
try and the blacksmiths are doing a 
land-office business. Naturally they 
are more inclined to supply themselves 
with a good supply of tools, including 
rasps. 

We quote from Boston jobbers’ stocks: 


Files.—Nicholson and Black Diamond, 9 
plus 10 per cent discount; Great Western, 
Arcade, Kearney & Foote and American, 
65, 10 and 5 per cent discount; X. F. 66, 10 © 
and 5 per cent discount. 

Rasps. — Heller, 75 per cent discount; 
Superior, etc., 80 per cent discount; Stokes, 
75 and 10 per cent discount. 

Hack Saws.—Certain jobbing_ inter- 
ests, testing out the market, report sur- 
prise at finding it susceptible to efforts 
made to dispose of stock. It appears 
that quite a little hack saw business 
has been placed locally at satisfactory 
prices during the past week or tm 
days. Generally speaking, the market 
is quiet. The point desired to be 
brought out is that business was found 
when a serious effort to find it was 
made, 

Hack Saws.— Standard makes, in full 
packages 33% to 35 per cent discount; 
broken packages, 25 per cent d 
stock in five gross lots or larger, 30 and 10 
per cent discount. 

Iron and Steel.—Local jobbers have 
reduced cold rolled steel 15c. per 100 
Ib., rounds from $3.55 and $3.40, and 
squares, flats and hexagons from $4.65 
to $3.55. Otherwise, prices on iron and 
steel remain unchanged. Consumption 
of material is on the increase, but the 
improvement is slow, the average indi- 
vidual order dealing with pieces instead 
of 100 Ib. lots. Local stocks are i 
good condition and jobbers therefore 
are prepared to give good service i 
the matter of deliveries. 


We quote from Boston jobbers’ stocks: 

jron.—Refined, . $2.554% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50. 
Norway iron, $5.50. 

Steel.—Soft steel bars, 255% per 100 hb 
base; flats, $3.05%%; concrete bars, D 
stock lengths, $2.55%; angles, channel 
beams, $2.55%; tire steel, $3.85 to $4.25 
open-hearth spring steel, $4.40; steel 
$3.15% to $3.53; steel hoops, $3.31%4; 
aaa steel, $3. 40 to $3.55; toe calk 


ick 
“a — No. 


Latches.—There has been a general 
decline in the Yale line of latches. It # 
now quoted at 25 per cent the new list 
by the jobbing trade. 

Levels.—While it is, as one of *, 
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nt retail dealers put it, “noth- 
ing to get excited about,” the sale of 
over the counter is expanding. 
That fact in turn should be reflected in 
the wholesale market and in manufac- 
turing establishments. It suggests 
ter activities in building lines, and 
| pan ean judge from building reports, 
home construction this spring will show 
a material increase. 
We quote from Boston jobbers’ stocks: 
Levels.—Stanley Rule & Level Co. line, 
No. 44, bit, 36c. each; No. 41 pocket, $1.79 
doz.; No. 31, 2% in., hexagon, 34c. each; 
$94, mechanics, 60c. each; No. 36, 12- 
in., metallic, $1.94 each. 

Nails.—Local jobbing prices on wire 
nails have been reduced from $3.50 and 
$3.75 to $3.40 per keg base by practi- 
cally everybody in Boston. Cut nails 
have been dropped 10 cents per keg to 
$4.15 per keg base. Wire brads are 
also cheaper, jobbers now quoting them 
at 80 per cent discount from the list. 
local jobbers have found considerable 
competition in other sections of New 
England, and it is believed the new 

will stimulate the placing of or- 
here. 

We quote from Boston jobbers’ stocks: 
Wire eae per keg from the store, $3.40 
base, f.0.b. Boston; direct from mill ship- 
ments, in car lots, $2.85 per keg base; 
in less than car lots, $3.10 per keg base; 
cut nails, $4.15 per keg base; galvanized 
cut nails, $7.50 base. Tremont schedule of 
extras same as heretofore. 

Pliers—The Forged Steel Products 
Co., Newark, N. J., is out with a new 
price list on pliers, which simply is in 
conformity with new lists recently is- 
sued by other makers of such tools. 
The new prices in this intsance, how- 
ever, are guaranteed against a decline 
for the balance of 1922. This company 
is reported as recently having installed 
additional machinery for the purpose of 
increasing its output of Vacuum Grip 
pliers 50 per cent. It, as well as other 
makes of pliers, are selling better than 
they have for some time, but the gen- 
eral market cannot really be classified 
as active. 


Punches.—A material reduction has 
been made in the Whitney line of ball 
bearing punches. For instance, Nos. 
10, 12, 20, 25, 30 and 40, heretofore 
quoted at 25 per cent discount, are now 
40 per cent. Other numbers are corre- 
spondingly lower. 


Office of HaRpWARP AGz, 
1002 Park Building, 
Pittsburgh, Feb. 6. 


Tt first month of the new year in 
the steel trade has witnessed more 
coming into the mills, but the 

gain in actual tonnage placed has been 
small, for the reason that buyers are 
still strongly inclined to place contracts 
only for such material as they need for 
Prompt use. There is no inclination to 
anticipate, nor is there likely to be for 
some time, as prices on many leading 
items are none too strong, and 
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Rope.—The forerunner of spring 
business in rope is evident in orders 
coming to hand in the case of some of 
the local jobbing trade. Notwithstand- 
ing the fact that the Government places 
sailing craft in the luxury class and for 
that reason imposes a stiff tax on them, 
the shipyards and ship and yacht build- 
ers scattered along this New England 
coast are rather optimistic regarding 
business this spring and summer. In 
talking with them one gets an impres- 
sion that business will be larger than 
it has been before in years. Possibly 
that explains why orders of rope are 
coming so early. 


We quote from Boston jobbers’ stocks: 
Manila rope, 20c. per Ib. Sisal rope, 17c. 
per Ib., base. 


Sandpaper.—A general decline in 
prices on sandpaper and emery cloth is 
announced by the manufacturers, 
amounting on the average about 10 per 
cent. This change is the first one re- 
corded in a long time, and undoubtedly 
will go a long way in bringing business 
back nearer a normal basis. 


Sash Cord—The market for sash 
cord shows signs of improvement. That 
is, incoming orders show some expan- 
sion and jobbing salesmen out on the 
road have indicated retail dealers in 
many instances intend to lay in good 
stocks later, theirs having been reduced 
to a minimum. The market for raw 
cotton appears to have been quite thor- 
oughly liquidated and the prospects of 
the new crop being excessive are not 
bright. 

We quote from Boston jobbers’ stocks: 
Sash cord.—Acme, braided, No. 6, 40c. per 
Ib.; No. 7, 38c.; No. 8, 9, 10 and 12, 37c. 
Cheaper grades, No. 7, 36c. per Ib.; No. 8, 


35c. Sampson spot, No. 7, 62c. per Ib.; No. 
8 and larger, 61c. 


Screens and Screen Doors.—Latest 
reports on these items are to the effect 
that orders are being placed freely, and 
all indications point to excellent busi- 
ness for the coming season. 


Screws.—The print on wood screws 
has been reduced 2% points throughout. 
For some time the demand for wood 
screws has been disappointing, accord- 
ing to the jobbers here, and operations 


PITTSBURGH 


when a desirable order comes in the 
market, it very often happens that the 
buyer is able to get a light concession 
in the price. However, there is more 
stability to prices for steel products 
than there has been for some time, and 
on some materials, notably sheets, 
prices are holding very firm. 

The price of the leading steel staples, 
these being plates, shapes and bars, is 
still regarded as 1.50 cents Pittsburgh, 
but this price has been shaded lately, 
plates having sold in some cases as 
low as 1.40 cents Pittsburgh. There is 
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at some of the manufacturing plants 
have reflected such conditions. Print 
prices are now down to a basis where 
business should show expansion, for 
little profit remains for the manufac- 
turer. Granting this fact to be true, 
the producer, according to good author- 
ity, is more likely to reduce output than 
go on and take an actual loss. At least 
some of the makers of cap screws have 
advanced prices 10 per cent. In such 
instances it is believed raw materials 
have been largely worked up into 
stock, and that repurchases made it 
necessary to advance prices for prod- 
uct. But until more of the manufac- 
turers mark up their lists, it is doubt- 
ful if local jobbers will change their 
quotations. 


We quote from Boston jobbers’ stocks: 

Wood Screws.—Iron, bright, flat, 85 per 
cent discount print; flat head blued, 85 
and 5 per cent discount; round head blued, 
82% per cent discount; flat head brass, 
80 per cent discount; round head brass, 
77% per cent discount; flat head galvanized, 
70 per cent discount; flat head nickel, 
72% per cent discount; round head nickel, 
72% per cent discount; the extreme price 
beyond the regular is an additional 10 and 
5 per cent discount. 


Machine Screws, Etc.—Coach Screws. 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount, fillister, 40 and 10 
per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount; lag 
screws, 50 per cent discount; iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount; 
flat and round head brass, 40 per cent dis- 
count; fillister, 35 per cent discount. 


Small Tools.—That a better market 
for small tools such as ratchet drills, 
screwdrivers, vises etc., exists, is a well 
established fact. Business is not brisk 
but it is much better than it was and 
the members of the jobbing trade in 
quite a few cases are highly pleased. 


Washers.—Jobbing quotations on keg 
lots of iron wgshers remain unchanged, 
so far as we have been able to discover. 
Such washers in smaller packages are 
ouered at concessions, however, which 
leads to the conclusion that the general 
market is really easier than appears on 
the surface. The demand for all kinds 
of washers is better than it was. 


not much new demand for pig iron 
prices on which are only fairly strong. 
Basic pig iron has settled down to $18 
at Valley furnace, Bessemer is $19 and 
No. 2 foundry is the same price. At 
these prices, makers claim they cannot 
possibly make any money, but are run- 
ning their furnaces at an absolute loss. 
They say their only salvation lays in 
their getting lower freight rates, and 
these are not likely to come for some 
time. 

Operations among the local blast fur- 
naces and steel works are about the 
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same as for some months past. The 
Steel Corporation is operating its vari- 
ous steel works to about 50 per cent of 
normal capacity, while the independent 
steel mills are runnifig to 40 to 45 per 
cent. The greatest activity in the en- 
tire lines of finished steel products is 
in tin plate, the demand for which 
promises to be very much heavier this 
year than last. At present the Ameri- 
can Sheet & Tin Plate Co., the leading 
maker, is running to about 85 per cent 
of capacity, while the independent tin 
plate mills are doing from 60 to 70 per 
cent. The established price of $4.75 
per base box for tin plate is reported 
as holding quite firm. 


The most encouragement in the out- 
look for the steel business this year is 
in the building trades, the outlook for 
which in the Pittsburgh district, and in 
fact all over the country, is most 
promising. E. M. Tate, secretary of 
the Building Construction Employers’ 
Association of Pittsburgh, reports that 
recently contracts for no less $14,3265,- 
000 worth of new work have been 
placed in the Pittsburgh district, while 
new building construction in sight, 
some of which is certain to be placed, 
will figure up several millions more. 
Mr. Tate predicts a record in build- 
ing construction this spring and sum- 
mer, with the chances against any labor 
troubles. All unions in the building 
trades are now working under agree- 
ments that do not expire until March 1, 
1923. In the past week, orders for 
nearly 50,000 tons of structural steel 
were placed in various parts of the 
country, the largest single order being 
for 20,000 tons for the new Union sta- 
tion in Chicago, which went to the 
American Bridge Co., subsidiary of the 
Steel Corporation. 

Railroads continue to place good 
sized orders for steel rails and other 
track equipment. Last week the Illi- 
nois Central Railroad placed orders for 
16,000 tons of steel rails, while the 
Ensley works of the Steel Corporation 
took orders for about 20,000 tons. Some 
ear orders are also being placed, one 
road having ordered 800 cars, and an- 
other 500. Railroads are buying more 
freely of track supplies than at any 
time since they were taken from under 
Government control. : 

Export inquiry for steel products is 
fairly active. One inquiry for re-rolled 
billets involving 12,000 tons, has come 
to local mills for shipment to England. 
It is said that heavy inquiries are in 
this country for tin plate for shipment 
to the Orient. 

Taken as a whole, the outlook for the 
steel trade is more encouraging than 
it has been for some months, and it is 
believed that when the real spring de- 
mand starts which ought to be very 
soon, the amount of new business com- 
ing to the mills will be heaviest of any 
time since the slump in the steel trade 
started. Prices of food commodities 
have declined materially in the past 
several weeks, and rents are said to be 
coming down in some sections. This 
will help the general situation. 


HARDWARE AGE 


In the hardware trade, orders being 
placed are largely for stock replace- 
ment but jobbers say they see signs of 
more active buying in the near future 
by retail merchants to meet the needs 
of spring business, every dealer being 
of the opinion that there is going to be 
an active spring trade. As we have be- 
fore pointed out, prices on hardware 
have been pretty well liquidated, and 
dealers can buy with more confidence. 
At the recent convention of hardware 
dealers in Wheeling, W. Va., it was the 
opinion of those in attendance that 1922 
is going to be a much better year in 
the trade than 1921, and that there will 
not be the heavy losses to write off this 
year that dealers found necessary last 
year. Country trade is reported a 
little better, but buying by the farmers 





A Correction 
An erroneous statement in the Feb. 2 
issue stated that the Continental Co., 
Detroit, Mich., had reduced the 
price of window and door screens 
about 10 per cent. The items should 
have recorded an approximate in- 
crease of 10 per cent on these lines 











this spring is not expected to be as 
large as last year, owing to the un- 
favorable conditions in which the 
farmer finds himself. The prices he is 
getting for his products are low, and 
he is hard up for ready cash. 


Automobile Accessories.—The recent 
cold spell livened up the demand to 
some extent for accessories, but it has 
quieted down again. The demand for 
tires and tubes is quiet, as buyers be- 
lieve that prices will be lower before 
long. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: Reliance jacks, 
No. 1, $2.33; No. 2, $3.33, in lots of 12; A. 
C. Titan spark plugs, 65c. in lots up to 10, 
and 58c. in lots of from 10 to 100; Derf 
spark plugs, 96c. each for all sizes, in lots 
less than 50; Champion: X, 50c. each for 
less than 100, and 48¢c. each for over 100 
Champion regular, 58c. each for less than 
100, all sizes, and 56c. each for over 100. 


Axes.—Not much new business is be- 
ing placed, but reports are that prices 
are holding steady. 


Jobbers quote from stocks f.o.b. Pitts- 
burgh, as follows: First grade single bitted 
axes, handled, $21 per doz.; unhandled, $17 
per doz. ; double bitted axes, handled, $26.50 
per doz.; unhandled, $22.50 per doz.; second 
grade axes, single bitted, handled, $19 per 
doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz.; unhandled, 
$21 per doz. 


Food Choppers.—Nearly all makers 
have lately made heavy reductions in 
prices on food choppers, these ranging 
from 30 to 35 per cent. 


Glass——The recent heavy reduction 
in prices on window glass is expected 
to result in a heavier demand. The 
glass factories are reported as running 
about full time, and are said to have 
plenty of-work ahead. 

Jobbers now quote single strength, A & 


ee 


a 


B 85 per cent off, double strength, A, 5 
per cent off, and double strength, B, 87 per 
cent off. 


Iron and Steel Bars.— New orders for 
steel bars are almost entirely for legs 
than car load lots, and even on these, 
1.50 cents Pittsburgh is usually named, 
On car load orders, it is likely that a 
lower price would be made. There jg 
some export inquiry for steel bars, and 
on these, mills are quoting consider. 
bly under the above named price. Job. 
bers report the demand as quiet. 


We quote steel bars rolled from billets at 
1.50c. to 1.60c.; reinforcing bars rolied from 
billets, 1.50c. to 1.60c. base; reinforcing 
bars, rolled from old rails, 1.45c. to 1.60¢.; 
yefined iron bars, 2c. to 2.25c. in carloads 
f.o.b. mill, Pittsburgh. 


Sheets.—Mills report the new de 
mand as quiet active, but it mostly for 
small lots. There is no disposition on 
the part of buyers to anticipate, they 
not being satisfied that prices are going 
to hold firm. It is claimed that on 
some fairly attractive orders for gal- 
vanized sheets, prices have been shaded 
about $2 per ton. Jobbers are holding 
prices firm, and say they are having a 
fair demand, 


Jobbers continue to quote sheets for de- 
livery from stock, f.0.b. Pittsburgh, as fol- 
lows: Blue annealed sheets, 2.75c. to 3¢.; 
No. 28 gage Bessemer black sheets, 3.25¢. 
to 3.50c., and No. 28 gage galvanized, 4.25¢. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 


Tin Plate——This is the most active 
item in the whole list of steel products. 
The tin plate mills are running from 8 
to 90 percent of capacity, and say that 
the leading can companies and other 
large users are specifying freely 
against their contracts placed some 
time ago. The mill price of tin plate 
is $4.75 per base box, and it is reported 
as holding firm. Jobbers get the usual 
advances for small lots from store. 
The demand for roofing plate is also 
fairly active. 


Wire Products—The demand is 
thought to be a little better, but it still 
mostly for small lots to meet current 
needs. Mills say the price of $2.50 
base on wire nails is holding firm. Job- 
bers report a fair demand for nails 
and wire from stock. 


Jobbers continue to quote from stock, 
f.o.b. Pittsburgh, as follows: Wire nails, 
$2.75 base per keg; galvanized, 1 in. and 
longer, including large-head barbed roofing 
nails, taking an advance over this price of 
$1.25, and shorter than 1 in., $1.75; bright 
Bessemer and basic. wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barber wiré, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.85; these prices being 
subject to the usual advance for the 
smaller trade, all f.0.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days 
Discounts on woven-wire fencing are 68 
70% per cent off list for carload lots, 67 # 
69% per cent for 1000-rod lots, and 66 
68% per cent for small lots, f.o.b. Pitts 
burgh. 
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Office of HARDWARE AGE, 
538 Guardian Bldg., 
Cleveland, Feb. 6. 


HILE some retail merchants are 

placing fairly large orders for 
stock, buying is largely in replacement 
orders. Retailers generally are keep- 
ing their stocks low. They realize that 
they can secure merchandise promptly 
and consequently are buying in small 
lots as needed. Many retailers are still 
deferring their spring buying feeling 
that they can place their orders later 
and get the merchandise as soon as 
needed. Good collections indicate that 
most retailers are in a very satisfac- 
tory financial condition. 

Our last report contained the in- 
formation that an arbitrary differential 
had been adopted for Cleveland on wire. 
The American Steel & Wire Co. has 
since extended this differential to nails. 
Heretofore this company has charged 
for Cleveland delivery the regular 
Pittsburgh prices on wire products plus 
21 cents per 100 lb. freight from Pitts- 
burgh to Cleveland. The arbitrary dif- 
ferential is 10 cents per 100 lb. which 
is added to the selling price given the 
Cleveland trade, an advantage of 11 
cents per 100 Ib. These prices, how- 
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CLEVELAND 


ever, are only for Cleveland delivery. 
Orders from outside of Cleveland placed 
directly with the mill or through a 
Cleveland jobbing house for direct mill 
shipment to an out-of-town customer 
will carry the usual Pittsburgh price 
plus the freight rate from Pittsburgh 
to destination. As an official announce- 
ment covering all the details of the plan 
has not yet been sent out, Cleveland 
jobbers have not as yet readjusted their 
prices on nails and wire. 

Automobile Tires and Accessories.— 
Sales of tires and accessories are light. 
Retail dealers are keeping their stocks 
low and are not disposed to buy very 
much in these lines until their sales 
increase in the spring. 

We quote from jobbers’ stocks, f.o.b 
Cleveland: Reliable jacks, No. 1, $2.33, No. 
2, $3.33, in lots of 12; Derf spark plugs, 96c. 
each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; 
Champion regular 53c. each for less than 
100, all sizes 50c. each for over 100. 

Axes.—Some of the axe manufactur- 
ers state that there is no possibility 
of an early reduction in prices and 
jobbers do not look for any change at 
least before July. Sales are rather 
light. 

Jobbers. quote, f.o.b. Cleveland; First 











grade single bitted axes, handled, $21 per 
doz.; unhandled, $17 per doz.; double bitted 
axes, handled, $26.50 per doz. ; unhandled, 
$22.50 per doz.; second grade axes, single 
bitted, handled, $19 per doz.; unhandled, 
$16 per ~doz.; double bitted, handled, $24 
per doz.; unhandled, $21 per doz. 


Boilers.—Effective Feb. 1 the Ameri- 
can Radiator Co. issued new trade dis- 
counts and new ratings on heating boil- 
ers. These represent radical changes 
from the previous method of listing 
prices making it rather difficult to com- 
pare new prices with former prices. 
However, the new prices appear to re- 
present reductions of approximately 
12% to 15 per cent. 


Barbed Wire.—Very little barbed 
wire is moving at present and prices 
are unchanged. 


Jobbers quote, f.o.b. Cleveland, as fol- 
lows Galvanized barbed wire, “catch 
weight’? spools, $3.65 per 100 Ibs.; 80 rod 
spools, $3.25 for cattle wire, $3.50 for hog 
wire and $2.50 for American special. For 
mill shipment jobbers quote galvanized 
barbed wire at $3.50 per 100 Ibs. for less 
than car load lots and $3.25 for car load 
lots. 


Brushes.—There is some demand for 
brushes for early spring shipment. No 
early change in prices is looked for and 
present prices are guaranteed until 
July. 

Binder Twine.—Sales of binder twine 








Mill and Hardware Supplies 


Prices—February 6, 1922 
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are light and business that is being 
taken is being booked subject to prices 
for the season which have not yet been 
named. 


Bolts and Nuts.—There is not much 
activity in bolts and nuts. Both manu- 
facturers’ and retailers’ prices are be- 
ing maintained. 

Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 and 
5 per cent off list; carriage bolts, large and 
gemall, cut thread, 65 per cent off list; stove 
bolts, 75, 10 and 5 per cent off list. 

Fence.—Country merchants so far 
have placed very few orders for fence 
for spring shipment. Prices are un- 
changed. 


Jobbers quote fence, f.o.b. Pittsburgh, at 
68 per cent off list for car lots for mill 
shipment and 67 per cent off list for less 
than car lots. 


Furniture Nails.—A 10 per cent price 
reduction has been made on furniture 
nails. Cleveland jobbers quote No, 42 
furniture nails in packages of 50 at 72 
cents per dozen. 


Galvanized Ware.—Manufacturers 
and jobbers are apparently holding 
firmly to regular prices on galvanized 
ware. The demand is moderate. 


Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment; No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
; No. 2, $15.50 per doz.; 
Standard pails, 10- 
; 12-qt., $2.50 per doz.; 
14: -qt., "$2. 75 per doz.; 16-qt., $3.40 per doz. 


Garden Tools.—Orders for garden 
tools for spring shipment have so far 
been rather light. 


Handles.—There is little activity in 
the handle market. Prices are un- 
changed. 


Jobbers quote, f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.; XXX grade, $4.35 per 
doz.; grade, $3.60 per doz.; X grade, 
$3 per doz. 

American Fork & Hoe Co.’s wood “D’ 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “‘D’’ grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4.50 
per doz.; hay and manure fork handles, X 


grade, 4- es <- 15 per doz.; 4%-ft., $3.60 
doz.; XX grade, 4-ft., $4.25 per doz.; 
t%- ft., $4. Fs per doz. 


Nails and Wire.—All the details re- 
lating to the fixing of an arbitrary bas- 
ing point for Cleveland delivery for 
wire products have not yet been worked 
out. Pending the receipt of formal an- 
nouncements showing the changes, job- 
bers are adhering to former prices. It 
is expected that the benefits of the 
lower prices will be passed along to the 
retailer. The only price change so far 
is a 10 cent reduction on cement coated 
nails. However, some weakness has 
developed in regular nail prices. 

Cleveland jobbers quote as follows: Nails, 
less than car lots, stock shipment, $3.00 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 

Minneapolis, Minn., Feb. 4. 
HE retail hardware business remains 
fair and of about the same volume 
as the past two weeks. The prospects 
for a steadily increasing amount of 
business are getting better every day. 
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per keg; nails, mill shipment, $2.85 per 
keg; car ote, mill shipment, $2.60 per 7 
No. 9 annealed 2.75 per 100 Ibs.; 

9 galvanized wire, $3.25 per 100 Ibs.; net Raves 
coated nails, $2.40 per 100 a : ‘polished 
fence staples, $3.15 per 100 1 

Oil Cook na recently 
booked a fair volume of business in oil 
cook stoves for spring delivery, but at 
present orders are light. Prices are 
guaranteed until July. 

Jobbers quote oil cook stoves, f.o.b. Cleve- 
land, as follows: Harvard, 2-burner, $10.85; 
8-burner, $14.25; 4-burner, $18.20. Cabinet 
pipe, 2-burner, $14.35; 3-burner, $18.50; 
4-burner, $24.20. 

Poultry Netting and Wire Cloth.— 
Jobbers are now making shipments of 
poultry netting on orders booked for 
spring delivery. There is still some 
buying, but a large share of retailers 
have already placed their orders. 
Regular prices are holding firm. 

Jobbers quote as follows for mill ship- 
ment or for shipment from _ stock, f.o.b. 
Cleveland: Poultry netting, galvanized after 
weaving, 50 and 6 per cent discount; black 
wire cloth, 12 mesh, a _ to $1.95 per 94 
sq. ft.; galvanized, $2.40 per 100 sq. 
sopae wire cloth, 14 al 4 $6.75 per 168 
sq. ft. 

Paints.—While there is some buying 
for spring shipment, retailers are rath- 
er slow in placing their orders.- Both 
linseed oil and turpentine are firm and 
the latter has advanced from 12 cents 
a gallon this month. 

Jobbers quote, f.o.b. Cleveland, as fol- 
lows: Best quality mixed paints, $2.60 per 
gal. for colors and $2.75 for white; linseed 
oil, 85c. per gal, for raw and 87c. for boiled 
oil in barrel lots; turpentine, $1.09% per 
gal. in barrel lots; white lead 12%4c per 
Ib. in 100 Ib. kegs; 10 per cent off for 500 
He] lots and 10 and 4 per cent off for ton 
ots. 

Pruning Shears and Saws.—Jobbing 
houses report. an unusually good de- 
mand for pruning shears and saws for 


early shipment. 


Padlocks.—The Miller Lock Co. has 
made a price reduction of 10 per cent 
on padlocks. 


Picture Cord—Prices on picture cord 
have declined 25 per cent. Cleveland 
jobbers. quote No. 2 cord at $1 per doz. 
for 25 yd. spools and 40 cents per doz. 
for 25-ft. spools. 

Registers—A price reduction has 
been made on registers. ‘ 

Cleveland jobbers quote Tuttle & Balley 
cast registers at 30 per cent off list and 
semi-stee| registers at 50 and 6 per cent 
off iist. 

Rope. —Rope is in fair demand for 
spring shipment and prices are firm at 
the recent advance. 


Cleveland jobbers quote manila rope at 
17%c. per Ib. for mill shipment and —_ 
per tb. for shipment from _ stock; 
quality sisal rope 16c. per Ib. for mill Pe 
ment and 15%c. for shipment from stock. 


Steel Sheets.—There is little activity 
in the sheet market, but prices are firm. 


TWIN CITIES 


Some factory salesmen report book- 
ing a very satisfactory number of or- 
ders from the jobbers, which would in- 
dicate that stocks are low and that pre- 
paration is being made for a fair vol- 
ume of spring business. 

Jobbers are of the opinion that sales 
will improve rapidly as soon as the 
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Jobbers quote, f.o.b. Cleveland: No, x 
black sheets at 3.75c.; No. 28 galvanizes — 
sheets at 4.75c. and No. 10 blue anneale¢ 
sheets at 3.10c. 


Screen Doors and Windows.—Sales 


of screen doors have fallen off consider. 
ably since recent price advances, 


Step Ladders.—Sales of step ladders 
are light, although present prices ar 
regarded as low. Some manufacturers 
say there must be an advance becanuge 
of the higher cost of spruce lumber, 


Stove Pipe and Elbows.—Sales of 
stove pipe and elbows for fall delivery 
are fairly good. In fact, jobbers report 
that they are doing more fall business 
in this line than in any other fall mer. 
chandise. 

Cleveland jobbers quote for mill ship. 
ment as follows: 28 gage, 6-in. stove pipe, 
$3.20 per crate of 25 oints; 4-In., $2.65 per 
crate of 25 joints; 6-in., 28 gage standard 
elbows, $1.30 per bundle of 12; 4-in., B 
gage A ME tome $1.05, 


Shovels.—The demand for shovels is 


. fair in spite of the recent price advance, 


The new prices are expected to hold. 


Jobbers quote shovels, f.o.b. Cleveland, 
as follows: No. 2 size, 4th grade, $12 per 
dozen; No. 2 size, 2nd grade, $13.50 per 
dozen; No. 2 size, ist grade, $17 per dozen. 

Stove Boards.—New prices have been 
announced for stove boards which rep- 
resent a reduction of approximately. 10 
per cent on all items except the wood 
lined stove boards in large sizes which 
have been reduced about 71, per cent. 
Cleveland jobbers quote: 26-in. square stove 
boards at $11 per doz. for wood lined and 
$6.20 for paper lined; 36-in. square boards 
at $14.95 per doz. for wood lined and $8.20 
per doz. for paper lined; 20 x 30-in. ob 
boards, $11,65 per doz. for wood lined a 
$7.20 per doz. for © gd lined; 24 x 36-in, 
oblong boards, $1 per doz. for wood 
lined and $8.55 per doz. for paper lined, 

Syrup Cans and Sap Pails.—The de- 
mand seems to be largely for the 
cheaper types of syrup cans which are 
selling at about $13 per doz. rather than 
the better grades which are quoted in 
the prices. 

Prices, f.o.b. Cleveland, are as follows: 
1 gal. syrup cans, $13.50 per hundred; 12-qt 


sap pails, tin, $20 per hundred, galvan 
$24 per hundred. 


Sash Cord.—Prices on common and 
standard sash cord have declined 2 
cents per Ib. 

Jobbers quote, f.o.b. Cleveland: No. 8 
sash cord, common, 38c. per Ib.; Standard, 
40c. per ib.; Sampson, 60c. per Ib. 

Sand Paper.—A 5 per cent price re 
duction has been made on sandpaper. 

Wrenches.—Local jobbers have al 
nounced a 20 per cent reduction on the 
Coes line of wrenches. These are now 
quoted at 50, 10 and 10 per cent off list. 


Wire and Hat Hooks.—Prices on wire 
and hat hooks have declined 15 per cea 


spring season opens, and expect that 
this year will show a substantial i 
crease over 1921. 

Builders’ Hardware.—This line prom- 
ises to be one of the best sellers i 
thé retailers’ stocks this year. Moré 
permits have been taken out for large 
buildings than for the whole of 1921 
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2 Paint Material Prices as. Quoted in New York—February 6, 1922 
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Many calls for estimates are being re- 
ceived. One of the largest retail lum- 
ber yards reports that it is over a week 
behind in getting out estimates. 


Axes.—Sales of axes are at a very 
low point. Prices remain as for some 
time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit, $14.50; double bit, 
$19.50 base weights. 

Brads.—Sales of brads continue to be 
of fair volume. Jobbers’ stocks are 
ample and prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads in bulk, 75-10 per cent; 
in one pound packages 75 per cent. 

Bolts—The bolt market continues 
somewhat inactive, although prices ap- 
pear to have reached a low point. There 
have been no further changes in prices. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small Heng a bolts, 60-10 

arge e bolts, 60 per cent; 

small machine olen “60- 10-10 per cent; 
large machine bolts, 60-5 per cent; stove 
, 80 per cent; lag screws, 65 per cent. 

Coal Hods.—The demand for coal 
hods is very light, as is usual at this 
Season, Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Japanned, open, 17-in., $3.95; 

med, open, 18-in., $4.40; japanned, 
funnel, 17-in., $4.95; japanned, funnel, 
18-in., $5.45; galvanized, pam, 17-in., $5.25; 
nized, open, 18-in., $5.70; galvanized, 
ine a, Jt. in., $6.45; galvanized, funnel, 

Trough, Conductor Pipe and 
Elbows.—It is too early in the season 
for any retail demand, but dealers are 
getting stocks in shape for spring 
trade. Prices are the same as when 

quoted. 


We quote from jobbérs’ stocks, f.0.b. 
in Cities: Eaves trough, 28 ga., 5-in., 
joint, single bead, — per 100 ft.: 

conductor Pipe, corrugated, 
30 pe per aie ft.; elbows, fin in., corrugated. 


aes of files are beginning 
to show a slight improvement. Stocks 

are aample and = nee are firm. 
jobbers’ stocks, f.o.b. 


uote 
™: Cities: mien Nicholson files, 60-5 per cent; 


Arcade files, 70-24% per cent; Disston files, 
70-10 per cent. 

Galvanized Ware.—Jobbers report a 
better movement in galvanized ware 
after the recent reduction in prices. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8.00; Heavy 
galvanized No. 1, $12.00; No. 2, $13.00; No. 
3, $15.00; Standard 10 quart galvanized 
pails, $2.15 12 quart, $2.35; 14 quart, 
$2.70; 1 © quest stock pails, heavy, $6.00; 
18 quart, $ 

Lanterns.—Sales of lanterns remain 
about as for the past few weeks, only 
a fair amount of sales being made. 
Prices are unchanged. 


We. quote from jobbers’ stocks, f.o.b. 
Twin Cities: Tubular, long globe, $12.60 per 
doz.; tubular, short globe, $12.40 per doz. ; 
tubular, dash, $16.80 per doz. 

Nails—The demand for nails con- 
tinues to be fair. Large users are mak- 
ing arrangements for their spring 
needs, and a very large volume of busi- 
ness is expected to develop. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Standard wire nails, $3.60 
base; cement coated nails, $2.80 base. 

Oil Heaters.—Very few sales of oil 
heaters are now being made as the sea- 
son is practically over. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin. Cities: Japanned, polished steel, 3-qt. 
capacity, $3.50 each; nickel, polished steel, 
4-qt. capacity, $5.40 each; blue enameled 
body, 4-qt. capacity, $7 each. 

Paper.—While there is practically no 
retail demand just at present, sales are 
expected to develop rapidly just as soon 
as the building season opens. Prices 
show no further change since our last 
report. 

We quote from jobbers’ stocks, f.o.b. 
—— Cities: No. 2 tarred felt, $2.57 per 

wt.; stri felt, $1.42 per cwt.; red rosin 
sheathing 2.19 per cwt 

Rope.—Retailers are now getting 
stocks in shape for spring business, but 
there is very little retail demand just at 
this time. Prices remain stationary. 


We quote from ~«jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19% cents 
per Ib.; pure sisal rope, 16% cents per Ib. 

Sandpaper.—Retail demand is light 
but there is still a substantial demand 
from factories. Prices show no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Retail demand for imme- 
diate delivery is light, but some sales 
are being made for later delivery. 
Prices remain as last quoted. 

We quote ‘from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; ordi- 
nary grades, 36c. per Ib. 

Sash Weights.—Retail demand con- 
tinues to be decidedly moderate and 
prices remain as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2.20 per cwt. 

Screws.—The demand for screws 
continues to be satisfactory and many 
orders for future shipment are being 
ne since the decline in prices. 

uote from jobbers’ stocks, f.o.b. 
ren ties: flat head bright screws, 85 
per cent; round head blued screws, 82% 
per cent; flat head japanned screws, 75 
per cent; flat head brass screws, 75-10 per 
cent; round head brass screws, 75 per 
cent. 

Snow Shovels and Sidewalk Scrapers. 
—The demand is light and will no 
doubt remain so for the balance of the 
winter season. Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood, straight handle, $5.20 
per doz.; steel blade, straight handle, $4.50 
per doz.; galvanized, steel blade, $11 per 
doz.; steel sidewalk scrapers, $4.50 per doz. 

Solder.—Sales are of fair volume con- 
sidering general conditions. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks: Half and 
half solder, 24 cents per Ib. 


Steel Sheets—The demand for steel 
sheets continues to be extremely light. 
Prices are unchanged. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.25 per cwt.; 28 gage black sheets, $4.25. 


Steel Traps. ~—Sales of steel traps re- 
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main of about the usual volume. Prices 
remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Victor No. 0, $1.71; No. 1, 
$2.01; No. 1%, $3.05; No. 2, $4.21; Newhouse, 


No. 0, $4.75; No. 1, $5.62; No. 1%, $8.50; 


No. 2, $12.56. 

Tin Plate—Sales of tin plate are 
showing a little improvement, although 
the total volume is still small. Prices 
remain as for some time past. 


Washing Machine Manufactur- 
ers Hold Annual Meeting 


The annual meeting of the American 
Association of Washing Machine Manu- 
facturers was held in Chicago Jan. 18- 
19. An attendance of about 125 rep- 
resentatives of the sixty-five factories 
in the association was recorded. Prac- 
tically all of the members of the or- 
ganization were represented. 

Most of the time was given to an in- 
tensive consideration of merchandising 
problems. The manufacturer desires to 
function to the highest possible degree 
in aiding the dealer to sell washing 
machines. Discussions. brought out 
numerous specific ideas on how the 
manufacturer can best aid the dealer in 
making a success in his community. 

Secretary Seitz’s report showed the 
extent to which a bulletin on better 
washing machine methods had been dis- 
tributed to the housewives of the 
United States. These bulletins were 
sent out only on request of dealers or 
educational agencies who are carrying 
out a definite and well-organized cam- 
paign for better home laundering. They 
are designed not only to aid in the sale 
of washing machines, but to decrease 
service costs by making present owners 
more intelligent users of the machine. 
The distribution has been more than 
double what was expected and the bene- 
fits have been unquestionably great. 
The report of the secretary showed, in 
detail, the service rendered and the 
well-planned effort to place the washing 
machine industry on the highest pos- 
sible plane of efficiency. 

It seemed to be the consensus of 
opinion that 1922 is certain to show a 
sales increase over 1921 and manufac- 
turers all seemed to feel that their 
financing is on a much better basis than 
it was a year ago. There was no fool- 
ish optimism expressed, but there was 
an agreed feeling that business was 
sure to show something of a gain in 
1922. It was brought out that 1921 
showed a gain over 1919. Of course 
1920 was an abnormally large year, but 
leaving that out of consideration the in- 
dustry has shown consistent sales 
growth throughout the history of the 
organization. 

New officers for 1922 were chosen as 
follows: 

President, J. L. Fellows, Grinnell 
Washing Machine Co., Grinnell, Iowa; 
first vice-president, W. A. Carson, Sun- 
beam Domestic Appliance Co., Evans- 
ville, Ind.; second vice-president, S. 
H. Altorfer, Altorfer Bros. Co., Peoria, 
Ill.; third vice-president, George Thorn- 
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We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace Coke, 1CL, 20 x 28, 
$13.55; roofing tin 1C, 20 x 28, 8 Ib. coating, 
$13.50. 

Wire—Sales of wire remain dull and 
inactive as is usual at this season. 
Prices show no further change since our 
last report. 

We quote from local jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80 rod spools, $3.07; Galvanized cattle, $3.46; 
painted hog wire, $3.28; galvanized hog 





ton, Michigan -Washing Machine Co., 
Muskegon, Mich.; secretary, Enoch B. 
Seitz, Chicago, Ill.; treasurer, W. H. 
Voss, Voss Bros. Mfg. Co., Davenport, 
Iowa. 

Executive Committee: L. E. Dietz, 
Boss Washing Machine Co., Cincinnati, 
Ohio; F. H. Bergman, One Minute Mfg. 
Co., Newton, Iowa; Sam T. White, 
White Lily Mfg. Co., Davenport, Iowa; 
W. L. Rodgers, Pittsburgh Gage and 
Supply Co., Pittsburgh, Pa.; E. H. 
Maytag, Maytag Co., Newton, Iowa. 

Advisory Committee (consisting of 
the last three presidents of the asso- 
ciation): R. D. Hunt, Dexter Co., Fair- 
field, lowa; H. L. Barker, 1900 Washer 
Co., Binghamton, N. Y.; W. L. Rod- 
gers, Pittsburgh Gage and Supply Co., 
Pittsburgh, Pa. 

Educational Department: Mary E. 
Keown, assistant secretary, in charge, 
Chicago, Ill. 


Argentina Lowers Duty 
on American Locks 


American locks may now be imported 
into the Argentine Republic at the 
same rate of duty as the cheaper 
locks manufactured in European coun- 
tries, according to an announcement 
made recently by S. G. Whitehead, 
traffic agent, South American Division 
of the American Express Co., 65 Broad- 
way, New York City. A formal an- 
nouncement issued by the company 
and signed by Mr. Whitehead says: 

“The American Express Co. at 
Buenos Aires has been able, after a 
continuous effort for the last two 
years, to persuade the customs offi- 
cials of the Argentine Republic to 
change the tariff on locks imported 
into the Argentine in such way that 
American locks are now imported un- 
der the same rate of duty as the 
cheaper locks manufactured in Euro- 
pean countries. 

“The Minister in charge of Customs 
of the Argentine Republic published on 
Dec. 24, 1915, an order to all customs 
officials that the duty on locks would 
be on the basis of the declared value 
of the merchandise. This ruling caused 
a sensation among the importers of 
locks, as it meant that American locks. 
which are valued higher than European 
locks, would pay a correspondingly 
higher duty and so increase the price 
at which they could be profitably dis- 
posed of in the Argentine. The most 
important importers immediately took 
steps to have the order canceled. 

“The American Express Co. was 
among those who protested against 
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wire, $3.70;-smooth black annealed, No, §_ 


3.385 per cwt.; smooth galvanized annealed, 
No. 9, $3.85 per cwt. 


Wheelbarrows.—Retail demand ¢op- 
tinues to be very light, but is expected 
to improve rapidly as the building seq. 
son opens. Prices show no further 
change. 


We quote from jobbers’ stocks, fob 
Twin Cities: Wood stave, fully bolted, $36. 
"per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 


this manner of assesing duties. Qn 
April 20, 1920, however, the office at 


Buenos Aires received a shipment of 4 


locks of a well known make and the 
shipment was of such size that it was 
felt that it might be well to make a 
further effort to have the tariff cor. 
rected, using this shipment as a test 
case. 

“The matter was handled by Adolfo 
Belmon, head of the Customs Depart- 
ment of the company at Buenos Aires, 
and he was successful, after one year 
and six months, in securing cancela- 
tion of the order of December 1915 
and securing a new ruling, under 
which locks of all classes, whether they 
are or are not specifically referred to 
in the tariff, shall pay a duty of 75 per 
cent of the value assigned to locks of 
the same class. 

In order that the matter may be 
clear, the following example is given: 


Old Rates 


1 case iron locks 
$180.00, wgt. 100 kilos. 
SS RR $45.00 
Duty 7% additional......... 12.60 
Storage and customs charges. 4.09 


valued 





$61.69 
New Rates 


100 kilos iron locks valued as 
per tariff 60 centavos per 











AS (2 RCS 5 (ce aa $60.00 
PE ON i See Eek 8 es 12.00 

$72.00 
Duty 25% of $72.00........ $18.00 
TH GEROMRE oesinccccccecs. 5.04 
Storage and customs charges. 2.39 

$25.48 
SP Mo hc Roi eakekees ee $61.69 
ee SURE oo ai 2b ios - 25.48 
Difference, Arg. Gold ........ $36.26 


Net Price Lists Approved 


At the meeting of the Metropolitan 
Hardware Association, held on Jan. 21, 
the following resolution was adopted: 

WHEREAS, a number of manufactur- 
ers have adopted net price lists; 

RESOLVED, That the members of Met- 
ropolitan Hardware Associaticn ap 
prove of this method of pricing 
recommend to other manufacturers 
hardware and kindred lines that they 
adopt the plan as far as practicable 
and that the secretary send a copy 


this resolution to the hardware jour — 


nals asking them to publish the same. 
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Westinghouse Personnel 


Changes 

T. H. Hays has been appointed man- 
‘ager of the Indianapolis office of the 
Westinghouse Electric & Mfg. Co. A. 
f. Hitchner, assistant to the manager, 
industrial department, in general 
charge of the mining and electro- 
chemical industries, until further no- 
tice will have general charge of the 
sections formerly handled by W. H. 
Patterson, who recently resigned to ac- 
cept the position of vice-president of 
the Kaestner & Hecht Co., Chicago, 
elevator manufacturer. 


Chapin Secretary of American 
Fork 


§. S. Chapin has been chosen as sec- 
retary and purchasing agent of The 
American Fork & Hoe Co., Cleveland, 
succeeding E. D. Lowell, who died re- 
cently. Mr. Chapin had for some time 
been Mr. Lowell’s assistant, and as 
such had general charge of the purchas- 
ing. 





Woodward Leaves Tungsten 

H. E. Woodward, sales manager of 
the Tungsten Manufacturing Co., manu- 
facturers of automobile specialties at 
Marshalltown, Pa., has*announced that 
he will sever his connections with that 
firm on March 1. Mr. Woodward states 
that"he will engage in the oil business 
for himself. 


Hauck Moves Philadelphia Office 


The Philadelphia office of the Hauck 
Manufacturing Co., manufacturers of 
portable oil burners, torches, furnaces, 
ete,, has been moved to 1726 Sansom 
Street. Bell phone {pruce 5626. 

Herbert Vogelsang, who has been 
connected with the company for six 
years, will be in charge. 





Leavenworth with Standard 
Parts 


Ralph Leavenworth has returned to 
the Standard Parts Co., Cleveland, as 
advertising manager, which position he 
télinquished some months ago to take 
Up another line of work. 


Hurley Purchases Superior Co. 


The Superior Machine Co., of De- 
Kalb, Il., owners of the Cooling Swing- 
Wringer patents and manufactur- 
fof the Superior oscillating type 
machine, and a full line of 
type machines, has recently been 
Purchased by the Hurley Machine Co. 
of Chicago. The Superior Co. will con- 
to manufacture and merchandise 

‘its Products as formerly. 
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Mitchell with Wyckoff Drawn 
Steel Co. 


George B. Mitchell has resigned, ef- 
fective Feb. 1, as assistant sales man- 
ager, cold-rolled department, Jones & 
Laughlin Steel Co., Pittsburgh, to be- 
come special sales representative 
Wycoff Drawn Steel Co., Pittsburgh. 
Mr. Mitchell was associated with the 
Jones & Laughlin Steel Co. for more 





George B. Mitchell 


than twenty years, rising through vari- 
ous grades in the sales department to 
the position he has just relinquished. 
He takes with him to his new affiliation 
a wide experience in the sale of cold- 
finished steel products and has an ex- 
tensive acquaintance in the trade. He 
is a member of the Duquesne, Union, 
Pittsburgh Field Club, Pittsburgh Ath- 
letic Association, Pittsburgh, and So- 
ciety of Automotive Engineers of New 
York. 


Carpenter-Morton Club Chooses 
Officers 


Members of the Carpenter-Morton 
Club, of the Carpenter-Morton Co., 
Boston, held the annual dinner and 
election of officers of the club on Sat- 
urday evening, January 21, at Young’s 
Hotel. Eben W. Smith, purchasing 
agent of the company, was unanimous- 
ly elected president and D. Lester Hunt 
was chosen as secretary. The club is 
now beginning its seventeenth year as 
an organization. 





Roberts in Accessory Business 

R. H. Roberts, a buyer for Hibbard, 
Spencer, Bartlett & Co., Chicago, IIL, 
will leave that organization about the 
fifteenth of February to engage in the 
automobile accessory business. Mr. 
Roberts has been made vice-president 
and treasurer of the Multi-Power Steer- 
ing Method, Inc., with headquarters at 
1721 Prairie Avenue, Chicago. 
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American Hardware & Supply 
Co. Elects Officers 


At the annual meeting of the Ameri- 
can Hardware & Supply Co., Pitts- 
burgh, held in the Fort Pitt Hotel in 
that city recently, former officers were 
re-elected, these being C. W. Scar- 
borough, president; W. M. Scott, vice- 
president, and W. W. Jacobs, secretary 
and treasurer. Six directors were 
elected for the three-year term, as fol- 
lows: E. K. Owens, Susquehanna, Pa.; 
J. L. Hall, Fairmont, W. Va.; J. BH. 
Jones, Dravosburg, Pa.; Heyward Long, 
Martins Ferry, Ohio; H. W. Sinsel, 
Cameron, W. Va., and George T. 
Meyer, Pittsburgh. 

During 1921 the American Hardware 
& Supply Co. increased its capital 
$70,000, the present capital being 
$200,000. The concern has secured a 
very large amount of additional floor 
space in the Terminal Building, Pitts- 
burgh, and is inclined to regard the out- 
look for the jobbing hardware trade 
this year as being fairly good. 


Sheet Metal Contractors Elect 


At the annual meeting of the Sheet 
Metal Contractors’ Association of Penn- 
sylvania, held in Reading, Pa., Jan. 26 
and 27, the following officers were 
elected: President, Louis Luckhardt, 
J. D. Mcllroy & Sons, Pittsburgh; first 
vice-president, Charles A. Bachman, 
Easton, Pa.; second vice-president, Jo- 
seph Urban, Reading Pa.; secretary, 
W. F. Angermeyer, W. F. Angermeyer 
& Co., Pittsburgh; treasurer,.G. C. 
Krack, Gus A. Krack & Sons, Erie, Pa.; 
directors, W. H. Tinney, Philadelphia, 
and N. F. Bantham, Wilkes-Barre, Pa. 

Announcement was made of the or- 
ganziation of the salesman’s auxiliary 
affiliated with the association. Officers 
of the auxiliary follow: President, 
Thomas R. Cook, Philadelphia; first 
vice-president, Warren Carter, Phila- 
delphia; second vice-president, C. J. 
Deshore, Philadelphia; secretary, Oliver 
C. Brooks, Philadelphia; treasurer, Wil- 
liam Gowan, Pittsburgh. Directors, 
George J. Claudice, Baltimore; Thomas 
Quinn, Philadelphia; John Follansbee, 
Pittsburgh, and George Johnson, Pitts- 
burgh. 


Wood to Represent Stearns 


on Coast 


E. C. Stearns & Co., Syracuse, N. Y., 
has announced that the firm will be 
represented on the Pacific Coast by C. 
Edward Wood. Mr. Wood, who was 
formerly vice-president of the Sprake 
Sales Agency, has offices at San Fran- 
cisco, Los Angeles and in the North- 
west, and will take care of the Stearns 
interests in Washington, Oregon and 
California. 





Notes of the Retail Hardware Trade | 


BIRMINGHAM, ALA.—B. M. Cheno- 
weth & Co., 2030 Third Avenue, request 
catalogs on the following: Bicycles, 
cutlery, flashlights, fishing tackle, guns 
and ammunition, sporting goods, stoves 
and ranges, toys and games and wheel 
toys. 

HARTSELLE, ALA.—The J. H. Corsbie 
Hardware & Furniture Co. has been 
incorporated. The capital stock is $15,- 
000, and A Stephenson and others are 
the incorporators. 

MONTROSE, Cot. — The Montrose 
Hardware and Implement Co. has 
changed its name to the Montrose 
Hardware Co. 


Douciass, Ga.—The stock of the 
Watt & Holmes Hardware Co. was re- 
cently damaged by fire. Catalogs re- 
quested on a general line of hardware. 

HAMMOND, IND.—The building and 
— of J. J. Ruff was destroyed by 

re. 

SYRACUSE, IND.—The Osborne & Son 
Hardware Co. is purchaser of the 
Quality Hardware Store, and both 
stocks will be consolidated. Catalogs 
requested on automobile accessories, 
automobile tires, barn equipment, belt- 
ing and packing, builders’ hardware, 
churns, cream separators, cutlery, dairy 
supplies, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, furnaces, garage hardware, 
gasoline engines, guns and ammunition, 
harness, heavy hardware, home barbers’ 
supplies, incubators, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, 
silverware, tin shop and washing ma- 
chines. 

Detroit, Micu.—The Euclid Hard- 
ware Co., 8356 Twelfth Street, has 
been incorporated with a capital stock 
of $10,000 to deal in the fol a on 
which catalogs are ted : uto- 
mobile accessories, bathroom fixtures, 
builders’ hardware, building paper, 
crockery and glassware, cutlery, elec- 
trical household ecialties, electrical 
supplies and equipment, flashlights, 
fishing tackle, garage hardware, heavy 
fiardware, kitchen housefurnishings, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, re- 
frigerators, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, washing ma- 
chines and wheel toys. 

DESLOGE, Mo.—The Desloge Furniture 
and Hardware has opened a store 
here, carrying a stock of automobile 
tires, bathroom fixtures, hammocks and 
tents, heating stoves, heavy hardware, 
kitchen cabinets, kitchen housefurnish- 
ings, linoleum and oilcloth, paints, oils, 
varnishes and glass, refrigerators and 
stoves and ranges. Catalogs requested. 

RocHEporT, Mo.—F. E. Bysfield has 
recently suffered a fire loss. 

BROOKLYN, N. Y.—James Ruddiman, 
685 Third Avenue, has disposed of his 
hardware business to Isaac Singer. 

Patmyra, N. Y.—The J. W. Thomas 
Co., 101 Main Street, is successor to 
Tuttle & Co. 


SaLaAMANCA, N. Y.—H. F. McCann 


* 


has retired from business and has been 
succeeded by Chauncey H. McCann and 
Charles H. Daniels under the name of 
the H. F. McCann Hardware Co. 


Prot Mountain, N. C.—The S. W. 
Fulk Hardware Co. has been succeeded 
by C. S. Walters & Co. 


Syracuse, N. Y.—The Andrews 
Sporting Goods Co., Inc., 216 East 
Washington Street, has increaséd its 
capital from $60,000 to $100,000. The 
business was established in 1892 and is 
both wholesale and retail in automobile 
accessories, bicycles, flashlights, fishing 
tackle and sporting goods. 


BELPRE, OHIO.—The stock of the 
Belpre Hardware Co. has been taken 
over by T. E. Gaskill. 


ATHENS, Pa.—S. F. Rosebrook Son, 
505 North Main Street, has bought 
the stock of J. D. Kline. Catalogs re- 
quested on a line of general hardware. 


GREENVILLE, S. C.—The Shepherd 
Hardware Co., 115 East Washington 
Street, has established itself in busi- 
ness here to carry both a wholesale 
and retail stock of the following: Auto- 
mobile accessories, belting and pack- 
h calving, “aicy eae, fea 
churns, ery, , farm 
implements, flashlights, ‘falieg tackle, 
garage , guns and -ammu- 
nition, harness, heavy hardware, home 
barbers’ supplies, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry ougetien. shelf hard- 
ware, silverware and sporting 
Catalogs requested. 


BETHPAGE, TENN.— The Farmers’ 
Supply Store is the owner of a whole- 
sale and retail stock of automobile 
tires, building paper, churns, cream 
separators, cutlery, dynamite, farm 
implements, flashlights, gasoline, guns 
and ammunition, harness, heating 
stoves, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry — pre- 
pared roofing, pumps, shelf hardware 
and toys and games. Catalogs re- 
quested. ' 


JONESBORO, TENN.—W. M. Lee & Co. 
have succeeded Thomas & Lee. 


GALVESTON, TEX.—Ben Blum & Co. 
will remodel their store building. The 
concern conducts both a wholesale and 
retail business. 


San ANTONIO, TEx.—A. Krans, Com- 
merce and Alamo Streets, requests 
catalogs on the following lines: Bath- 
room fixtures, churns, crockery and 
glassware, cutlery, dairy supplies, elec- 
trical household specialties, Lcmmesdes 
and tents, insecticides, kitchen cabinets 
kitchen housefurnishings, linoleum and 
oilcloth, lubricating oils, phonographs, 
refrigerators, shelf hardware, silver- 
ware, stoves and ranges, toys and 
games, washing machines and wheel 
toys. 

SHERMAN, TEeEx.—Morris Hunter has 
opened a store at 100 South Crockett 
Street. His stock will consist of the 
following: Barn equipment, builders’ 
hardware, churns, ry and — 
ware, ont? electrical household spe- 
cialties, ights, fi tackle, gar- 
age hardware, guns and ammunition, 


hammocks and tents, harness, . 
stoves, incubators, kitchen hou 
nishings, lubricating oils, mechg 
tools, — supplies, refriger 
shelf rdware, silverware, 
goods, stoves and ranges, washing 
chines and wheel toys. Catalogs 
quested. 


Texas Ciry, Tex.—The Ritter B 


Co. has been incorporated with a 
tal stock of $20,000 to carry a wh 
sale and retail stock of the follow 
on which catalogs are requested: A 
mobile accessories; automobile 
barn ——— bathroom 
belting and packing, bicycles, build 
hardware, building y 
cream separators, c 


aper, ¢ 


cialties, flashlights, fishing tackle, 
ing stoves, heavy hardware, 
barbers’ me mee kitchen cabi 
kitchen housefurnishings, linoleum 
oilcloth, mechanics’ tools, paints, 
varnishes and glass, phonographs, 
ared roofing, refrigerators, 
ardware, silverware, sporting 


xt 


ery and gi 
ware, cutlery, electrical household § 


~ 


stoves and ranges, tin shop, toys} 


games, and wheel toys. 


MILWAUKEE, Wis. — The Fre 


Hardware Co., 3313-3315 North Avel 


suceessor to George F. Frei 


quests catalogs on builders’ hardwi 


glassware and crockery. 


New HOLstTeIn, Wis.—The F 


Matthaeus Hardware Co. has be 
gue with a capital stock of 
1879. 


West Aus, Wis—Louis J. @ 


winski will open a store at 719 


The business was establish 


ninth Avenue, under the name of 
Burnham Street Hardware Store, @ 


ing in automobile-accessories, au 
bile tires, builders’ hardware, buil 
paper, crockery and glassware, cull 
dairy supplies, electrical supplies 
equipment, flashlights, fishing ta 
furnaces, garage hardware, 
eae and ammunition, harness, 
ardware,, home barbers’ supj 
lubricating oils, mechanics’ tools, pal 
oils, varnishes and glass, phonogr 
plumbing department, prepared roo 
silverware, sporting. goods, stoves 
ranges and tin shop. 
YorKTOWN, Tex.—E. R. Sauer 
& Co., owners of a thardware buail 


$ 


here, request catalogs on the follow 


lines:. Automobile. accessories, ‘B 


equipment, bathroom fixtures, bieyt 


builders’ hardware, churns, cream, 
rators, crockery and glassware, cu 
dairy supplies, el ical household | 
cialties, electrical — and 
ment, flashlights, fishing tackle, | 
naces, garage hardware, guns and. 
munition, hammocks and tents, 
ing stoves, heavy hardware, home’ 
bers’ supplies, incubators, & 
cabinets, kitchen housefurn 
linoleum and oil cloth, mechanics’ 
paints, oils, varnishes and glass, 
graphs, plumbing department, pe 
supplies, prepared roofing, pumps 
frigerators, sewing machines,” 
hardware, silverware, sporting # 
stoves and ranges, tin shop, te 
games, washing machines and 


toys. 





te i i a ee 





